


phony 


THE JOURNAL OF THE 
TELEPHONE INDUSTRY 








he 


DRIVE-IN SUB-EXCHANGE 


If. Drive-in-type sub-exchange, recently 
built in Fort Myers, Fla. by Inter County 
T&T Co., also accommodates paysta- 
tions in “Fone Foyer,”’ an arrangement 
which has been successful “beyond 
fondest expectations."’ See page 51. 
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Medical centers 





Law offices 





how to sell 
: the “in-between” market... 


YOU can give your commercial revenue a substantial boost by selling your 
medium-sized commercial subscribers a 2-10 or 4-20 Dial PBX System. 


You'll find your best market for these unattended systems among your 
“in-between” customers—those who are outgrowing their present equipment, 
but do not need a large system. 


You can provide these subscribers with “unrestricted” stations by supplying ; 
the new Stromberg-Carlson “1573-A” 2-line instruments with the 2-10 and 
4-20 cabinets. Or you can provide fast, efficient dial PX service 

by furnishing our standard “‘1543” telephones. 


The 2-10 System provides 2 simultaneous talking paths, 10 lines, and : 
a maximum of 30 stations, including extensions. The 4-20 System offers , 
4 simultaneous talking paths, 20 lines, and a maximum of 60 stations, q 
counting extensions. 


To get complete technical details and all the selling aids you need, 
call or write the Stromberg-Carlson sales office in your area. 











A DIVISION OF GENERAL DYNAMICS CORPORATION 








STROMBERG-CARLSON GD 


Sales Offices: Atlanta G, Chicago 6G, Kansas City 8, Rochester 3, San Francisco 





Insurance offices 







Small factories 








HERE ARE YOUR 
CUSTOMERS 


Small factories, warehouses and other 
industrial establishments. Large law offices 
or groups of attorneys who can share 
facilities. Medical centers where a number of 
physicians can use one system. Banks or 
bank branch offices with up to 60 employees. 
Insurance offices, particularly 

regional headquarters. 
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THIS 1S THE EQUIPMENT 
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2-10 SYSTEM provides selective — A 
talking, automatic ringing, instan- 54 





taneous ringing trip, and dial, 4-20 SYSTEM offers the same 











ringing and busy tones. Equip- basic features as the 2-10. “UNRESTRICTED” STATIONS are ‘ 
ment cabinet, including battery Equipment cabinet, including equipped with new Stromberg- + 
eliminator, is 5314” high, 1814” battery eliminator, is 59” high, Carlson ‘1573-A” 2-line tele- 
wide, 1014” deep. Capacity is 2 32” wide, 1014” deep. Capaci- phones (available in gray or eb- ina 
simultaneous talking paths, 10 ty is 4 simultaneous talking ony), giving access both to trunk te 
lines, up to 30 stations, including paths, 20 lines, up to 60 sta- lines and Internal dial system. ta 
extensions. tions, including extensions. Hold button for each trunk. 





wg.) Peg 


. 
me 











FLASHES 





AND PLUGS 


TURNING BACK THE CLOCK. Spotted in the Anaconda Wire's 
September issue was the following example of Oriental enterprise: 

Officials of the telephone company in Sapporo, Japan, have re- 
placed all female operators with male attendants. 


Service has improved, the company reports, because the men do 
not waste time powdering honorable noses, gossiping, or flirting 
with gentlemen subscribers. 


Commented the Wire: “There may be fewer wrong numbers in 


Sapporo now, but it doesn’t sound as much fun.” 


* 
GOLD IN THEM THAR—. City garbage crews in Edmonton, 
Alberta, are reported to be obliging fellows. 


A housewife telephoned city officials to say she thought she 
lost $15 in her garbage. A driver and two loaders searched their 
truck for two hours and came up with the money. 


City dump workmen also carefully screened 20 tons of garbage 
to restore to another woman $100 worth of dresses she had in- 
advertently put beside her garbage can. 


CALLING ALL K-9s. The Cook County dog catcher won’t miss 
the radio call number assigned to his new pickup wagon, says the 
United Press. 


It’s K-9, 
. 
PBX, PD@. A wife, alas, had the unfortunate habit of monop- 
olizing the telephone. 


At one such time the harassed husband, expecting a_ business 
call, sat patiently before a nearby window while his wife conversed 
endlessly. 


When a pigeon suddenly fluttered down onto the window sill, the 
husband glanced at it half-hopefully and said, ““Any message?” 


INFORMATION, PLEASE. Telephone Repairman: “Is your 
mother home?” 
Boy (sitting on steps): “‘Yes, sir.”’ 


Repairman (after knocking several times): “I thought you said 
your mother was at home?” 


Boy: “I did. There she is across the street, sitting on our porch.” 





CHANGE OF ADDRESS 


Please notify your local postmaster and the Circulation 
Dept. of TELEPHONY of change of address. Change cannot 
be made without the old as well as the new address. Allow 
three weeks for change of address to become effective. 
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HOLD 
—-you can hold one call 
while talking’on another 
line. This permits 

every key telephone 
user complete 
operational control. 





MULTIPLE LINES 


—your system can be designed to 
select as many as four central 
office or PBX lines, thus: 

affording maximum use at all times. 














it’s BIG saleswise. 141 Type key systems are selling faster than any other type in 


the nation. Subscribers in independent areas want the best, too, and they get it with the K1A1]. 


it’s BIG featurewise. Kellogg’s K1A1 has all the important features which have made 


1A]1 systems so popular, including dial intercommunication, and illuminated buttons. 


But it’s SMALL in size and cost. The K1A1 key systems is engineered to be easy to 
install. It occupies a minimum of wall space. And it’s rugged equipment . . . 


maintenance calls are reduced to a minimum. 














DIAL INTERCOMMUNICATION 
—permits you to select any one of 

eight other key telephones in the system 
by simply dialing one digit. 


ILLUMINATED BUTTONS 


—flash on incoming calls and 

burn steady when handset is lifted— 
prevents accidental interference 

by other users. 


KEY SYSTEM 
















KELLOGG Branch Warehouses and Offices: 1555 West Fourth Street 
Mansfield, Ohio 
6000 W. 5lst Street 1515 Turtle Creek Bivd. Mansfield 7-2816 
. Chicago 38, Illinois Dallas 7, Texas 
KELLOGG REliance 5-5445 Riverside 7-5191 1594 Southland Circle, N.W. 


Atlanta, Georgia 





4501 Truman Road 504 County Bank and Trust Bidg. Sycamore 4-2441 
; Kansas City 1, Missouri Passaic, New Jersey 
| Humboldt 7085 PRescott 9-3610 Export Distributor: 
| KELLOGG SWITCHBOARD AND SUPPLY COMPANY 410 N. Syndicate Avenue 23 Broderick Road ae 
A Division of St. Paul 4, Minnesota Burlingame, California 50 Church Seeent 
Midway 6-7908 OXford 7-5780 New York 7, New York 


Sales Offices: 6650 S. Cicero Ave., Chicago 38, Ill. 
Phone: POrtsmouth 7-6900 


International Telephone and Telegraph Corporation 
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LEICH 


A MEMBER OF THE 
GENERAL TELEPHONE SYSTEM COMMUNICATIONS SYSTEM 





ONE OF AMERICA’S GREAT 
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RY THING 


YOU NEED YOU CAN 
OBTAIN FROM LEICH 
















Whar'll ic be? Supplies, construction material or telephone equipment — Leich can take care of 
all your needs! 


We're proud of the products we sell—products from famous manufacturers long acquainted with 
Za the demands of the independent telephone industry. Here are supply items made from the finest 
materials available—made to meet the high standards of the industry. Each has been proved-in- 


?@€ service and each is fully guaranteed by Leich to withstand years of hard use. 


, You'll like our service too—whether your order is large or small, it will be taken care of—and 
delivered where and when you want it. In every instance too, Leich’s prices will meet approval 


with your supply budget! 





> sate inca ana ess scl 


Next time you need supplies, try Leich. We're sure you'll join the long list of telephone folks 
we call, “our happy customers!” 














EICH SALES CORPORATION, 427 STREET. CHICAGO 6. io 


PETITE Ic COAST: 11401 WEST PICO BLVD., LOS ANGELES 64, CALIFORNIA SOUTHWEST: 1227 SLOCUM STREET, DALLAS 
SYSTEMS 






anufacturers of telephones, switchboards and related epparsta® 

































































Lucerne Valley trailer in which 5 complete channels of Lynch B-120 subscriber line carrier equipment were installed. 


First subscriber carrier 
installed in a trailer 














helps meet 90-day cut-in deadline with 
5 new circuits for California Interstate 
Telephone Company 


When the Kaiser Permanente Cement Company planned 
their new $15,000,000 plant at Lucerne Valley, Califor- 
nia, they asked Interstate for 5 circuits—within 90 days. 

Since the nearest existing plant was twelve miles from 
the site, the situation called for some original thinking. 
Willard Wade, California Interstate’s president, found a 
newspaper ad listing used trailers for sale. Immediately 
R. F. Nale, purchasing agent and J. F. Wegforth, central 
office engineer for Interstate, checked the trailers. They 
found one suitable to house subscriber carrier equipment, 
and Wally Kenney, Graybar Telephone Specialist, was 
called in. 


W. C. Robinson (left), district plant superintendent, J. F. 
Wegforth (center), central office engineer, and Wally Kenney 
(right), inspect rural carrier equipment installed in the trailer. 
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In a matter of days, Graybar delivered 5 complete 
channels of Lynch B-120 subscriber line carrier equip- 
ment. This was installed and the trailer was hauled to its 
present location, Lucerne Valley. With the teamwork of 
everyone at Interstate, from the president down, plus 
fast staff work by Graybar, the unit was cut into service 
—on time. 


Speaking of Graybar, Mr. Wade says: “The trailer- 
housed subscriber carrier is one of several ‘firsts’ estab- 
lished by the California Interstate Telephone Company. 
These would not be possible, however, without the excel- 
lent cooperation we have received from our suppliers, 
such as Graybar. 

“We have enjoyed our relationship with Graybar for 
years. We have found that whether our problems are 
normal, routine ones, or completely unpredictable emer- 
gencies, Graybar people will always cooperate with us 
to the utmost.” 





Graybar is proud of its service to Interstate and other 
independent telephone companies in every State in the 
Union. For decades, we have supplied equipment to meet 
the specialized needs of independent telephone companies. 
Today, there are more than 130 Graybar offices and ware- 
houses. In addition to pole line supplies, central office 
equipment, linemen’s tools and safety equipment, more 
than 100,000 items of “everything electrical” help to 
make Graybar the working stockroom for many fast 
growing independent telephone companies. 

Graybar Telephone Specialists and personnel are eager 
to work with you. Graybar, too, is an independent com- 
pany, solely owned by its operating and retired personnel. 
You get personal service from people who have a per- 
sonal interest in giving you the assistance you need. 


747-228 





INDEPENDENT GRAYBAR ELECTRIC COMPANY, INC. 


420 Lexington Avenue 
New York 17, N.Y. 





747-239 





Willard Wade has been president of Califor- 
nia Interstate Telephone Company for the past 
three years. Prior to that he was general man- 
ager. Mr. Wade has been in the utility busi- 
ness since he graduated from the University 
of Colorado in 1930. He is past president of 
the California Independent Telephone Asso- 
ciation, has served as Mayor of the Town 
of Bishop. 


Bob Nale (left), purchasing agent for Califor- 
nia Interstate Telephone Company, listens to a 
suggestion made by Wally Kenney, Graybar 
Telephone Specialist, on an equipment pur- 
chase order. — 
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KLEIN pliers 
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US MOTORS generator set 





COFFING hoist 
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CH&E water pump 
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ESTWING lineman’s hammer 












AUTOMATIC ELECTRIC 
SUPPLIES THE TOOLS FOR 
ANY TELEPHONE OPERATION! 















From Pliers to Pumps...From Hammers to Hoists, 

Automatic’s supply service provides a complete line of large 

and small tools. You get famous brands you can count on 

for high quality and long run economy. And you never have to 

J worry about delivery. One of our five friendly warehouses . 
is nearby—to give you quick, efficient service. 

Call your Automatic representative or your nearest 


A. E. Sales Corporation warehouse. 


Automatic's 5 friendly warehouses: 


George Ferguson, Mgr. “Michie” Hester, Mgr. Ed. J. Chok, Mgr. Fran Batcher, Mgr. Robert Miller, Mgr. 
Northlake, 2915 Moore St. 2360 N. W. Quimby St. 158 Corliss Avenue 2021 Main St. 
Illinois Richmond 21, Va. Portland 10, Ore. Johnson City, N. Y. Kansas City 8, Mo. 
Fillmore 5-7111 Tel. 6-9280 CApital 3-7244 Binghamton 7-8507 HArrison 1-4720 





ELECTRIC 


A member of the General Telephone System—One of America’s great communications systems 
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ONLY NORTH GIVES 





THE COLOR-TONE N-541, THE 
FOR A “PHONE-A-ROOW!' 











NORTH N-541 Telephone — Beav- 

tiful in Color-Tones — enhances | 
the decor of any room, and deco- 

rating scheme! The clean sim- 

plicity of line makes it a hand- 

some instrument for any room. 





WOU THE ERICOFON, 
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The Independent Telephone Company can be successful in creating 
revenue-increasing extension business only to the extent that it 
has something to offer! ! 


AND — when you offer your subscribers North Telephones — you are 
offering phones that are ideal for every room! ! 


The classic N-541 Color-Tone for living rooms! ! 
The Color-Tone Wall Phone for kitchens, dens, workrooms! ! 

AND, the Ericofon, for bedrooms, exclusively convenient for dialing (the dial 
comes to you in the one-piece Ericofon); exclusively modern 

in free-form design; and exclusively NORTH! ! 


NORTH ELECTRIC COMPANY 
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The NORTH Wall-Phone — Ideal 
for kitchen, den or workshop, the 
NORTH Wall Phone can be lo- 
cated out of reach of children, 
frees busy work space yet pro- 
vides the convenience of a phone 
at hand! Choose from seven colors 
to brighten any area. 


SOUTH MARKET STREET © GALION, OHIO 
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1ECOLOR-TONE WALL PHONE 
VvEXTENSION PROMOTION!!! 
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The NORTH Ericofon — Light — 
weighs no more than the handset 
on most standard phones! 
Modern — one-piece free-form de- 
sign in six colors! 

Convenient — the dial comes to 
you for dialing ease in any po- 
sition, any angle. 




















You get more waves of carefree power 


... with ff oul ad batteries 


It isn’t just by accident that your Gould Batteries give you extra 











long service, extra waves of power. That extra life is carefully built America's Finestt 

: / : ; GOULD PLANTE 

into each battery right at the factory. Precise manufacturing The Aristocrat of 

techniques have been developed by Gould which assure accurate amenery Samorine 
duplication of construction in cell after cell . . . couple this with 


Gould’s policy of providing regular routine inspection of installa- 
tions by Gould field engineers and you can see why you get more 


waves of carefree power with every Gould Battery you buy. Gould- Jere Fewer 


National Batteries, Inc., Trenton 7, N. J. 





©1957 Gould-National Batteries, Inc. Always use Gould-National Automobile and Truck Batteries 
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_w NATION'S 


HE FIRST session of the 85th 
Congress is now history. But it 
did not make much history. Con- 


sidering the long agenda laid out for 
it by its own leaders as well as the 
Eisenhower administration, it did very 
little. In fact, the first session of the 
85th Congress will probably be recalled 
more for what it did not do, than for 
what it did, as far as major legislation 
was concerned. It wrangled over ap- 
propriations in the budget and finally 
cut the administration’s request by a 
relatively small amount (but very much 
in the wrong places, according to the 
administration’s views). It did nothing 
about taxes, aid to public schools, finan- 
cial reforms, and a number of other 
bills which were variously heralded as 
either “must” or fairly important stuff. 

The main accomplishment, for which 
it will be chiefly remembered, was the 


civil rights legislation. But even on 
that, after much backing and filling 
and considerable laboring, what it 


brought forth is regarded as a mouse 
by the really zealous advocates of civil 
rights reform. 

But, it must be kept in mind that 
this was only the first session. Every 
thing done or not done so far keeps 
the same position in which Congress 
left it when it adjourned until it opens 
for the second session next January. 
That being so, a good many measures 
passed by one house or favorably re- 
ported by one committee or even bills 
on which hearings have been held, but 
Which have not yet jelled to the point 
of a committee report, may still be 
retrieved and enacted into law by this 
time next year. 

From the standpoint of interest to 
the telephone industry let us see what 
bills were actually enacted into law. 
Well, the Rural Electrification Admin- 
istration was given 60 million dollars 
in new lending authority for the pres- 
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BY FRANCIS X. WELCH, 


>) CAPITAL 


WASHINGTON EDITOR 


First session of 85th Congress produced more wind than 


action . . . Few bills of interest to telephone industry. 
Telephone companies should watch development in Bartles- 
ville, Okla., home subscription TV experiment. 


ent fiscal year for rural telephone 
loans. That compares favorably with 
last year and agrees, more or 
with the President’s budget request. 


less, 


Secondly, Congress extended the pres- 
ent corporate income and excise taxes, 
which means that telephone monthly 
bills and long distance calls will con- 
tinue to be taxed at a flat-rate of 10 
per cent. That result was generally 
expected. 

Thirdly, Congress appropriated 8.3 
million dollars for the Federal Com- 
munications Commission, compared 
with $7,828,000 last year. That result 
was also expected in view of the FCC’s 
expanding activity and responsibilities. 

That about sums up actual legisla- 
tion. There was one chamber resolu- 
tion enacted which may prove to be 
very interesting to the telephone indus- 
try because of the nature of the inves- 
tigation authorized. This provides 
$250,000 for a House sub-committee to 
investigate the regulatory agencies, 
starting with the FCC. This is known 
as the Sub-committee on Legislative 
Oversight, and its work is just getting 
under way. 

Hardly worth counting was a very 
minor bill signed by President Eisen- 
hower to let House members compute 
their telephone and telegraph allow- 
ance on a two-year basis instead of a 
one-year basis as heretofore. 

Now what about bills which passed 
only one house? There was one of these 
of considerable interest to Independent 
telephone companies and actively ad- 
vocated by the United States Inde- 
pendent Telephone Association. This 


was a bill which passed the Senate on 
June 26, which would ,increase from 
$300,000 to $500,000 the exemption 
from the necessity for filing or regis- 
tering proposed security with 
the Securities and Exchange Commis- 
sion. This bill is now pending in the 
House Interstate Commerce Committee 
where it is in a good position to move 
out next year, if favorable conditions 
develop. If enacted, it would 
many small telephone 
well as other smaller enter- 
prises from the and ex- 
pensive requirements of SEC registra- 


issues 


relieve 

companies as 
business 
burdensome 


tion before issuing securities to raise 
new capital. 


How about bills which did not 
get away from the starting post? There 
are a number of these. Most important 
from the standpoint of Independent 
companies was the Kennedy Bill (S. 
1853 This bill—still in the Senate 
Labor Committee restrict the 
present exemption from minimum wage 
requirements of telephone 


even 


would 





operators’ 
wages in exchanges of less than 750 


stations to telephone operators of 
switchboards located in their own 
homes. Other bills which would limit 


or wipe out the small exchange exemp- 


tion were also introduced, but made 


no headway. 


of the which has 
occurred in recent years in telephone 
strikes (on both Bell and Independent 
systems), there was some interest in 
the Bricker Bill (S. 1571) which would 
provide penalties for any 
damage of certain private communica- 
tion facilities. The Bricker Bill did not 
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In view violence 


malicious 











move out of the “Senate Interstate Com- 
merce Committee. 

In the same group of “no progress” 
status are the following additional mis- 
cellaneous measures: (1) Several bills 
which would repeal the present federal- 
aid highway amendment authorizing 
states to reimburse (according to their 
own laws) public utilities for the cost 
of relocating facilities due to highway 
construction; (2) a bill to prohibit the 
transmission of gambling information 
in interstate commerce by telephone or 
telegraph facilities; (3) a bill to au- 
thorize wiretapping by federal agents 
and authorizing the use of evidence 
so obtained in prosecution of crimes 
involving the national security; (4) 
several bills to increase the interest 
rate on REA loans from the present 
statutory level of 2 per cent to equal 
the cost of money borrowed by the 


U. S. Treasury and to provide for 
repayment of administration expenses 
on REA loans by the borrowers, and 
(5) a Senate resolution proposing an 
investigation of the utilization of radio 
and television frequencies. 

All of these “no progress” bills—it 
must be repeated—can still be revived 
and pushed to enactment at the next 
session. The chances of this happening 
are better in some cases than in others. 
For example, the Eisenhower admin- 
istration is known to support bills to 
increase REA interest rates, but has 
shown no interest in Senator Bricker’s 
bill to punish saboteurs of communica- 
tions facilities. It is too early, how- 
ever, to evaluate the chances of any 
of these measures. 

For the present we can only say that 
the first session generated more wind 
than action. If it does not accomplish 


any more in the second session than it 
did in the first, it may well go down 
in the books as the “bickering 85th.” 


The Bartlesville Ex perimeni 

A good many people in the telephone 
industry, as well as in the entertain- 
ment business, electronic manufactur- 
ing, and other lines may look back on 
Sept. 1, 1957, as a turning point in 
the history of entertainment via com- 
munications facilities. Or, again, the 
whole thing may turn out to be pre- 
mature or even a dismal flop. It may 
mark the day that the theater moved 
into the living room of the American 
home without benefit of soap, beer, 
cigarettes, or other interrupting spon- 
sorship; or it may have to be written 
off as an interesting try. Only the 
future will tell. 


(Please turn to page 38) 





REA Loans $1,474,000 in Four States 








Four loans to improve and extend rural telephone 
service in Illinois, Missouri, Texas and Pennsylvania 
were approved during the Aug. 19-30 period by the 
Rural Electrification Administration, the U. S. Depart- 
ment of Agriculture announced on Sept. 4. The loans 
will finance new or improved service for more than 
2,800 rural subscribers. Details follow: 


Mid-Missouri Telephone Co., Gilliam, Mo.:; $578,000; 
Aug. 26, second loan. 


The borrower plans to use the loan funds to provide 
new and improved service to 1,051 rural subscribers, 
including 146 farm families now without telephones. 


As a nucleus for the new service, the Mid-Missouri 
company proposes to acquire the Bunceton, Nelson and 
Pilot Grove exchanges now operated by the United 
Telephone Co. of Missouri. These facilities provide 
magneto service to 905 subscribers, including 220 
switchers. 


The Bunceton and Pilot Grove central office facilities 
will be replaced with new buildings. The Nelson sub- 
scribers will be served from the borrower’s Blackwater 
and Marshall Junction exchanges. 


The present and a previous REA loan, totaling $937,- 
000, will finance new and improved service for 1,868 
families and other rural residents. The system will 
consist of exchanges at Arrow Rock, Blackwater, Bunce- 
ton, Gilliam, Marshall Junction and Pilot Grove. 


H. A. Jones is president and manager of the Mid- 
Missouri Telephone Company. 


Inland Telephone Co., Champaign, IIl.; $376,000; 
Aug. 27, second loan. 


The borrower plans to use the loan to provide new 
and improved service to 909 rural subscribers, including 
230 families now without telephones. In doing so, the 
borrower will extend its operations into McLean, Taze- 
well and Woodford counties. The 679 families who 
will get improved service now receive magneto service 
from the Danvers Telephone Co., which the borrower 
plans to acquire, and the Consolidated Switchboard 


Co. of Towanda which the borrower has recently ac- 
quired. 

New dial central offices are planned at Congerville, 
Danvers and Towanda. 

The present and a previous REA loan, totaling 
$1,063,000, will finance new and improved service to 
2,511 rural subscribers. The enlarged system will con- 
sist of dial exchanges at Congerville, Cullom, Danvers, 
Kempton, Moweaqua and Towanda. 

James L. Capel is president, and Max Hoagland is 
manager of the Inland company. 


The Ligonier Valley Telephone Company, Stahlstown, 
Pa.; $400,000, first loan, Aug. 29. 

The new borrower now provides magneto service to 
506 rural subscribers. It plans to use the loan funds 
to convert its system to automatic operation, and to 
provide facilities to serve 361 farm families now with- 
out telephones. 

New construction scheduled includes a combination 
automatic central and commercial office building in 
Stahlstown. The borrower proposes to furnish service 
without toll charge between Stahlstown and the neigh- 
boring town of Ligonier. 

D. R. Ankney is the president of the Ligonier Valley 
company, and Earl E. Larimer is the manager. 


Eastex Telephone Cooperative, 


$120,000, fifth loan, Aug. 30. 


The cooperative plans to use these loan funds to 
complete the system improvements, undertaken under 
prior loans, and to provide service for 50 subscribers 
not provided for under prior loans. 

REA loans to the borrower total $1,167,000 which 
will enable it to offer new and improved service to 
2,045 subscribers. The system will consist of 10 auto- 
matic exchanges. Nine are presently in operation, serv- 
ing about 1,400 subscribers. 

J. Mason Hays is president and C. R. Collins is 
manager of Eastex Telephone Coeperative. 


Henderson, Tex.: 








Scannell 











TELEPHONY 








wn 
” 


ne 


ir- 


re- 





lY 





pee nvarnen en 








XUM 






HE INSTALLATION of new or 
additional cable facilities is one of 
the answers to the basic need for 


more telephone circuits. The type of 
cable and the number of cable pairs to 
be installed are usually governed by 
the requirements of the area to be 
served. 

A large housing development will 
need more cable pairs initially than will 
a gradual expansion of a town or com- 
munity. In both instances, future 
growth as well as immediate needs 
must be considered in deciding how 
many cable pairs should be provided. 
One of the factors involved in the prob- 
lem is to determine how much service 
is required. 

This is a most important question. 
The correct answer is not how much 
will the telephone company provide, but 
how much service should the area or 
community have to meet the needs of 
the customers. One of the fundamental 
responsibilities of an operating tele- 
phone company is to provide the serv- 
ice its customers need. If the service is 
good, the customers will use it and 


of the Telephone 





chances are they will use so much of 
it that more service will be required in 
the future. 

Installing a telephone on a custom- 
er’s premises is not the only answer. 
If the telephone is to achieve its full 
potential of usefulness the customer 
must have ready access to other tele- 
phones. If a customer is served with 
an eight-party line he can expect to 
find the line busy seven of the eight 
times he tries to make a call. With a 
four-party line, the line may be busy 
three of the four times he attempts to 
place a call. A two-party line means a 
possible busy line once each second 
time a call is originated. 

These same conditions are true when- 
ever another customer attempts to call 
this particular subscriber. A busy line 
means a call is not completed. Aside 
from the revenue lost, party lines do 
not provide the service that is available 
with an individual line. Traffic experi- 
ence may show that party-line condi- 
tions are not quite as busy as indicated 
in the foregoing paragraphs—however, 
at best, party lines do not provide the 
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service nor do they encourage the use 
of the telephone as does a single party 
line. 

The answer to this problem lies in 
providing facilities that will permit 
selling individual lines to everyone who 
can use this better grade of service. 
This means building cable lines to 
carry the circuits to the customers. 

The outdoor telephone along a busy 
highway is another example of how 
service improvements hinge on the pro- 
vision of adequate circuits to the cen- 
tral office. This type of service usually 
helps to build toll revenue. To develop 
the full potential from this service, the 
customer must have ready access to the 
toll center and toll trunks must be 
available to speed the completion of 
the call. 

Imagine the customer’s reaction if he 
experiences unusual delays in reaching 
the toll center. Then, after persisting 
until he reaches the toll operator, the 
circuits are busy to a nearby city 
where a rather high calling rate would 
normally be expected. 

This is not an imaginary example, 
but can be experienced in many locali- 
ties while traveling through the coun- 
try. One suggestion is for the local 
telephone people to place themselves in 
the position of a traveling customer 
and to originate test calls from some 
of their customers’ telephones or from 
outdoor booths. Traffic checks will serve 
the same purpose. If the service is 
poor because of a lack of trunks or 
cable circuits, steps necessary to rem- 
edy the situation should be taken. The 
increased revenue and general improve- 
ment in customer and public relations 
will make the new plant a very worth- 
while investment. 

In many instances, the answer to the 
problem of providing new circuits is to 
install additional cable pairs. Some of 
the typical ways of adding new cable 
facilities are as follows: 


(1) Install a new cable the 
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Fig. 1 


central office and place new distribu- 
tion terminals in the area to be served. 
(2) Reinforce an existing cable by 
running a new cable to pick up part of 
the area being served by the existing 
cable. After the second cable is placed, 
a larger number of cable pairs will 
also be available in the smaller area 
served by the first cable. An illustra- 
tion of how an existing cable can be 
reinforced is shown in Fig. 1. 
Originally all of the area was served 
by the two branches of the cable. With 
this arrangement many of the cable 
pairs would be terminated in more than 
one cable terminal. When a cable pair 
appears in more than one cable ter- 
minal it is said to have multiple ap- 
pearances. This means the pair can be 
used in more than one cable terminal. 
However, when a cable pair is used 
for an individual line the same pair 
cannot be used for another line or 
service. The fact that a particular 
cable pair appears, is available for use, 
or is cut into more than one terminal, 
does not imply that the pair can be 
used for separate circuits in more 
than one or all of the terminals at the 
same time. At the main frame ter- 
mination in the central office the cable 
pair is just one pair of wires to be 
used for one circuit at a given time. 
A cable pair serving a party line or 
a multi-station line can be used at any 
terminal in which the pair appears. 
This means that all stations could be 
connected to a party line at a single 
terminal or the stations could be 
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bridged or connected to the circuit at 
various terminals along the cable where 
the pair appears in a cable terminal. 

It is well to keep in mind that the 
foregoing discussion of cable pair usage 
is based only on metallic circuits. The 
application of carrier circuits, covered 
in Parts 53 through 57 of the ABC 
series, enables a number of circuits to 
be used simultaneously over one, or 
sometimes two, cable pairs. 

In Fig. 1, a helpful factor is the 100 
pairs in each branch of the original 
installation. This is the result of good 
planning for future growth when the 
cable was installed. By installing a 
new section of cable and splitting the 
original cable, as shown by the dotted 
lines, the 100 pairs in each branch are 
extended to the central offices, over 
separate feeder cables. The number of 
multiple cable pair appearances is, 
thus, cut by one half. With this kind 
of reinforcement, twice as many pairs 
are available in each section of the 
cable. 

(3) Rearrange the distribution pat- 
tern of the existing cable. This pro- 
cedure does not add to the total num- 
ber of pairs available. Instead, spare 
pairs in the cable are made available 
in terminals or areas where they are 
needed. In some instances a rearrange- 
ment of this type can be made at a 
branch cable splice. In other cases in- 
dividual terminal stubs may be re- 
spliced into different cable pairs. 

To illustrate this type of rearrange- 
ment, assume there is a need for addi- 
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tional cable pairs in terminals A and 
B, shown in Fig. 2A. Also, assume 
there are sufficient spare pairs in the 
26-51 count of the cable to accommo- 
date the lines served by terminal E. 
Under this particular set of conditions, 
additional cable pairs can be provided 
in terminals A and B by changing the 
pairs in terminal E from 1-26 to 26-51. 
The effect of the transfer of terminal 
E is shown in the pair distribution 
chart (Fig. 2B). 

(4) Add new terminals to an exist- 
ing cable to provide pairs where they 
are needed. Very often a cable will 
be run through an area where few if 
any pairs are required. At some future 
date the composition of the area may 
change and considerable telephone serv- 
ice will be required. If the cable has 
available pairs to serve the area, all 
that is necessary is the addition of new 
distribution terminals. 

(5) Extend an existing cable to serve 
an adjoining area. This can be done 
only if the cable has available pairs in 
sufficient quantity to serve 
area. 

In reviewing the ways in which cable 
facilities may be provided, it becomes 
increasingly apparent that two or more 
of the foregoing procedures may be 
used to improve service in any given 
area. For example, a section of cable 
may be added to reinforce a portion or 
all of the cable; new terminals may 
be added; larger terminals may be in- 
stalled; and the cable may be extended 
to add needed pairs in another area. 

A question very often asked is—why 
doesn’t an operating company install 
all the cable and cable terminals an 
area will use when the cable is in- 
stalled initially ? 

The answer to this question is, essen- 
tially, a matter of whether or not the 
company can earn an adequate return 
on the money invested in the cable 
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plant. Taken literally, the question 
would imply that the operating com- 
pany should look ahead for 20, 30, or 
40 years and attempt to arrive at the 
ultimate cable plant that would be re- 
quired. The history of years gone by 
has proven that, even if such a plan 
were economically sound, little accuracy 
can be expected from the necessary 
long-range forecast. No one can be 
certain of.long-range population 
changes. No one can predict the 
changes to be made in the telephone 
art as a result of new developments of 
the future. 


The most important reason why tele- 
phone cable is installed on the basis of 
relatively short-range engineering es- 
timates is the amount of money or 
capital required to install the cable 
plant. The operating company cannot 
afford to invest large sums of money 
based on the possibility of a return 
on some far-off, future date. During 
the time between the date the cable 
is installed and the date it is used the 
company must earn a return on its in- 
vested money. Taxes must be paid on 
the property, and the cable plant must 
be maintained. 

Thus, in the final analysis, the de- 
cision on how much cable to install and 
how far to extend it, should be based 
on sound economic considerations. It 
should be kept in mind that these con- 
siderations include the requirement 
that the company must adequately 
serve its area or territory. 


Sometimes it is difficult to see the 
logic in individual requirements, by 
themselves economically unsound, which 
must be provided to fulfill a company’s 
obligation to adequately serve its ex- 
change area. The easiest-to-understand 
explanation of these situations is that 
rates for service are based on the in- 
vestment in the complete telephone 
plant. As a result, one small portion 
of the plant will not have much effect 
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in either direction on the average plant 
investment per working station. 


Probably the most satisfactory way 
to plan a new section of cable plant is 
to install facilities required for a year 
or a year and a half period and to plan 
for the future. The installation of an 
underground conduit system is a good 
example of this kind of planning. When 
a street, sidewalk, or parkway is torn 
up and a trench is unearthed, a nine- 
duct conduit can be laid for little more 
than the cost of a single duct system. 
In this situation most of the difference 
in the cost of a larger number of ducts 
is the cost of the conduit. There is very 
little difference in the cost of digging 
the trench, laying the conduit, back- 
filling the trench, and restoring the 
ground surface to its original condition. 


Types of Cable Plant 


The three basic types of cable plant 
construction are aerial cable, under- 
ground cable in conduit, and cable bur- 
ied directly in the ground, illustrated 
in Fig. 3. Under a certain set of con- 
ditions, each type of construction has 
definite advantages. In one instance the 
primary advantage is low-cost instal- 
lation. In another, low-cost maintenance 
is an important factor. 


Aerial cable is placed on poles, very 
often in joint use with commercial 
power lines. With this type of construc- 
tion the cable can be installed with a 
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minimum of disturbance to the ground 
along the right-of-way. To install a 
new cable—run poles are placed along 
the cable route; the cable is attached 
to the poles at a height to maintain 
required clearances along the run; 
cable terminals are installed and the 
pairs are terminated to complete the 
installation. 

The installation of underground 
cable in conduit requires that the con- 
duit be placed first, followed by the 
pulling in of the cable. The most costly 
part of this type of cable installation 
is the initial placing of the conduit. 
The soil along the cable route must be 
excavated to the desired depth, and the 
conduit must be laid in place. Perhaps 
the most important single item in lay- 
ing the conduit is to provide an even, 
solid sub-surface upon which the con- 
duit is to be placed. Next the conduit 
sections are fitted together and aligned 
to form a continuous run. Manholes are 
usually constructed at periodic inter- 
vals to facilitate splicing sections of 
cable along the run; to permit connec- 
tion of branch cables to the main cable, 
and to provide increased flexibility in 
the use of the cable. 

Once the conduit is placed and the 
manholes are constructed, pulling in 
the cable is a relatively simple task. 
Long, flexible or jointed fish rods are 
pushed through a duct in the conduit. 
Wire pull ropes are drawn through the 
duct as the fish rods are removed. Fi- 
nally the cable is carefully pulled into 
place. 

Buried cable is placed directly in the 
ground without being placed in con- 
duit. Generally, the cable is placed di- 
rectly into a trench as it is being opened 
by one of a number of trench diggers 
or plows available on the market. This 
method of installation is graphically 


described by the term “plowing in 
cable.” 

Buried cable pairs often are ter- 
minated on pedestals or short poles 


about 4 feet high, installed as needed 
along the cable run. As a rule, drop 
wires used with buried cable installa- 
tions are also buried underground. 

A simplified comparison of aerial, 
underground, and buried cable con- 
struction might be as follows: 

(1) Underground cable generally 
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costs most to install. Maintenance 
costs are relatively low. The installed 
cable is completely out of sight al- 
though there is a considerable degree 
of trenching and excavating during the 
initial installation. This type of cable 
installation is generally used to serve 
heavily populated urban communities 
or similar areas where a substantial 
number of cable pairs are required. 


(2) Buried cable is being used in 
moderately populated suburban areas 
and occasionally in new additions to 
existing communities. Installation cost 
is low but maintenance may be rather 
high, especially when the necessity of 
digging up the cable whenever repairs 
are required is considered. 

(3) Aerial cable can be installed at 
a relatively low cost. Maintenance cost 
is low because the cable is easily acces- 
sible for any kind of work operation. 
While aerial cable is above the ground 
and visible, it has a neat appearance 
if the spans are properly sagged and 
self-supporting cable or lashed cable 
construction methods are used. An- 
other good argument to advance from 
the public viewpoint in favor of aerial 
cable construction is the semi-shielding 
effect that well-constructed telephone 
and commercial power plant provides 
for a community of low, sprawling resi- 
dence structures. Thus, aerial cable 
plant can be used wherever under- 
ground cable is not warranted, or 
where buried cable is not feasible. 

Closely allied with the various types 
of cable plant is the use of rural dis- 
tribution wire. In a sense, rural dis- 
tribution wire is a hybrid cable or a 
cross mixture of the essential elements 
of cable and open wire construction. 
Rural distribution wire consists of vari- 
ous numbers of individual pairs of wire 
wrapped around a center support wire. 
Each wire is insulated with a poly- 
ethylene or similar jacket. The lay 
of the various pairs, or the pattern 
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in which the individual pairs are wound 
around the support wire is staggered 
to minimize crosstalk in the completed 
wire. This type of wire does not re- 
quire an outer protective sheath. 

From the foregoing it can be seen 
that rural distribution wire is not cable 
and neither is it open wire. However, 
its use and characteristics are more 
closely allied to open wire than to cable. 
Therefore, rural distribution wire will 
be covered in greater detail in the open 
wire portion of this part of the “ABC 
of the Telephone” series. 


Paper Lead Cable 


Paper lead telephone cable was de- 
veloped in the late 19th century, not 
too long after the invention of the 
telephone. The name of the cable is 
derived from the paper insulation used 
on the individual conductors in the 
cable and the lead sheath. A small per- 
centage of antimony generally is used 
to toughen and harden the lead sheath 
—approximately 1 per cent. 

A few of the applications of lead- 
antimony sheathed cables are as fol- 
lows: 


(1) Without further protection for 
aerial service or for underground duct 
installations. 


(2) With impregnated jute and steel 
tape or steel wire armor for direct 
burial in the earth or, when the addi- 
tional sheath protection is required, as 
aerial cable along power lines. 

(3) With protective jacket (neo- 
prene, polyethylene, and similar mate- 
rials) for installations where electro- 
lytic conditions or corrosive actions are 
known to warrant the extra protection 
of the lead sheath. 


(4) With impreenated jute and steel 
wire armor manufactured and designed 
specifically for underwater (sub- 
marine) service. 


Conductors for paper lead telephone 
cables are of bright, annealed, commer- 
cially pure copper wire rolled and 
drawn from high conductivity copper 
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bars. Each conductor, generally, is 
insulated with a single wrap of dry 
paper applied helically with an over- 
lap. A typical insulating paper is made 
of clear rope stock or of a stock made 
of clear rope with suitable proportions 
of either cotton rag or chemical wood 
pulp. Paper used for this purpose is 
free from all sizing and loading mate- 
rials. The insulation provided by the 
paper is capable of giving complete re- 
liability, plus maximum transmission 
efficiency consistent with economical 
first cost and maintenance considera- 
tions. Perhaps the primary advantage 
of using paper as an insulation is that 
it suffers no deterioration and retains 
its physical and electrical stability for 
an exceedingly long in-service life. 

As mentioned previously, the lead 
sheath is extruded on the cable from a 
lead-antimony alloy. When completed 
the cable usually is subjected to an in- 
ternal gas pressure test to make sure 
that the sheath does not leak when it 
is delivered for installation. 


Paper lead cables are available in a 
complete range of pair sizes—from 
six-pair of wires to 2121 pairs of wires 
—in concentric or unit construction. 

In concentric construction, shown in 
Fig. 4, the pairs are stranded together 
in concentric layers which means that 
the center layer of wires is wrapped 
in a clockwise direction as viewed from 
the end of the cable. The next layer of 
wires is wound in a counter-clockwise 
direction. Each successive layer of 
wires is wrapped in the direction op- 
posite to that in which the preceding 
layer was wrapped. 

In unit construction, illustrated in 
Fig. 5, the pairs are stranded together 
in concentric layers to form units. A 
unit may consist of 50 or 100 cable 
pairs, Then the units are cabled to- 
gether in concentric layers to complete 
the cable. As a general rule, unit type 
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m Who can blame ‘‘New-Business”’ Bill for getting excited? 
28 He’s just realized the new Super Mart could be a terrific spot 
) for a paystation! Bill knows that new locations 
a ? like this pop up surprisingly often—in almost every 
at community. He keeps his eyes open—finds a lot of good 
od paystation sites just driving around town. 
Needless to say, it’s good business to check your locality 
- frequently for new paystation locations. If you want 
of to know more...how to effectively determine 
D- the best paystation sites, write for a free copy of 
8 our Survey Simplifier. Address: 
Automatic Electric Sales Corporation, Northlake, Illinots. 

~ Or call FIllmore 5-7111. 
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Provides Maximum System Reliability 


Philco TLR-6 microwave provides economical 
transmission of NTSC compatible color or 
monochrome TV signals . . . plus full audio 
channel. Here is a completely modern micro- 
wave system . . . especially designed to meet 
the needs of community TV operators for 
thoroughly dependable operation. 

Heavy duty power supply provides 1 full 
watt Output to insure outstanding operational 
reliability in continuous unattended service. 

Philco TLR-6 provides S-T-L relaying in the 
5900 to 7400 mc bands. All components 
mount in standard 19’’ racks. Unitized circuit 





construction simplifies maintenance. Built-in 
test and metering circuits combine with auto- 
matic stand-by to assure uninterrupted serv- 
ice at all times. 

Here is reliability of performance unaffected 
by severe weather, free from the many limita- 
tions of wire and pole lines, unhampered by 
problems of difficult terrain, over-water trans- 
mission or expensive rights-of-way. 

Philco engineers will be happy to help you 
with your special Microwave requirements. 
Please contact us for further information. 


Look ahead . . . and you'll choose Philco. 
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MICROWAVE 
for Unattended TV Relaying! 


@ Highly reliable, unattended one- @ Highest power in the industry 
watt operation 

B @ Field proven in extended multi- @ Full voice channel multiplexing 

| hop applications @ Philco offers complete turnkey 
@ True repeater permits top quality, service ... surveys... installa- 

f 


long haul operation tion .. . maintenance 


Write for Specification Sheet which describes 
the new Philco TLR-G microwave system. 


At Philco, opportunities are unlimited in electronic 
and mechanical research and engineering. 


PHILCO. 


Government & Industrial Division 
: Philadelphia 44, Pennsylvania 


In Canada: Philco Corporation of Canada Limited, Don Mills, Ontario 
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Case of the 
Harried 

Hippopotamus ) 


By ALLAN R. STACEY* 











HE WAS an attractive young 
woman dressed in a light green 
knitted suit. The service repre- 

sentative had been unable to satisfy 
her and now she sat across the desk 
from me. The fire in her eyes almost 
matched the red of her hair. She was 
angry. 


She was a student of Natural Life 
Sciences at the University of Califor- 
nia at Los Angeles and last night she 
had been discussing her studies with 
a classmate for one hour on the tele- 
phone when her party line neighbor 
had interrupted. She demanded a one 
party service; not next month, not next 
week, but right now. 


And what was worse she had just 
called me a “hippopotamus.” She re- 
peated, “You are just like a hippopota- 
mus. You sit there, firmly implanted 
and everything I say goes under, over 
or around you.” 


The young lady received her upgrade 
to one party service when our con- 
struction program reached her area in 
the second quarter of 1957. 


That evening I discussed the episode 
with my wife and we looked up the 
word “hippopotamus” in the family en- 
cyclopedia. Amazingly enough, there is 
a striking resemblance to certain parts 
of the description of “hippopotamus” 
and the references some members of 
the public make to those of us in the 
telephone industry. Listen to this de- 
scription: 


“Hippopotamus—the river horse, 
common throughout the greater part of 
Africa. It has a thick, square head, 
small eyes and ears, thick and heavy 
body, short legs terminated by four 
toes, skin about two inches thick on 
the back, without hair, except at the 
extremities. Its flesh is eaten by the 
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natives. It can keep its head under 
water for a great length of time. It is 
of a mild and inoffensive disposition, 
but the hippopotamus can exhibit great 
ferocity and vigor when wounded or 
stimulated.” 


Like the hippopotamus we telephone 
people are prone to be mild and in- 
offensive of disposition yet we are able 
to exhibit great vigor when stimulated. 
Perhaps we need to become a “harried 
hippopotamus.” My purpose in being 
here today is to harry and stimulate 
you into making greater profits by dis- 
cussing money-making ideas. 


How to Make More Money 

Time after time my subscribers chal- 
lenge a toll charge on the bill and say 
to me “Of course it’s not the money; 
it’s the principle of the thing.” What 
they really mean to say, however, is 
“It’s not the principle; it’s the money 
of the thing.” 


So let’s you and I talk frankly about 
money, our money. Let’s call it by 
name—Money, M-O-N-E-Y, and explore 
money-making, not through major 
changes such as conversions to dial and 
automatic ticketing but through minor 
improvements in our day-to-day opera- 
tion. Such minor changes can produce 
astonishing additional profits. 





Areas for Exploration 
It seems to me that we have three 
areas for exploration: 


(1) Be sure our miscellaneous rates 
are adequate and comparable to those 
of other companies. 


(2) Be sure our business _ inter- 
changed with other companies supports 
itself including earning a reasonable 
rate of return. 


(3) Merchandise our total telephone 
service product. 


Adequate and Comparable Rates 

Service Connection Charge Increase. 
We found at the Sunland company that 
our rates for service connection charges 
were below those of the Bell company 
for the state of California. Under those 
circumstances it was possible within 
California to increase service connec- 
tion charges to the Bell level without a 
general rate increase application. There- 
fore, we increased our business instal- 
lation charge rate $3.00 and our resi- 


dence installation charge rate $2.00. 
For your information we are now 
charging the following: 

Business primary station or PBX 
trunk connection—$10.00. 

Business PBX station or extension 


connection—$4.00. 


Residence primary station connection 
—$7.00. 


Residence extension 
tion—$4.00. 


station connec- 


Supplemental Equipment Rates. 
Where practicable and commercial we 
increased supplemental equipment rates 
so that these were not bargain rates 
subsidized by other exchange users. 


Directory Advertising Rates. We ex- 
plored increasing directory advertising 
rates in line with comparable media. 


Business Exchanged Between 
Companies 


Toll Settlement. Neal Hasbrook (sec- 
retary of California Independent Tele- 
phone Association) has described to 
you the possible advantages of using 
cost studies as a basis for toll settle- 
ment. I heartily affirm all that he has 


*Mr. Stacey is vice president and manager of the 
Sunland-Tujunga Telephone Co. of Sunland, Cal 
He gave this address at the recent convention of 
the Washington and Oregon associations. 
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said and urge you to explore this facet 
of your business. The cost study metl.od 
of settlement has advantages that are 
not apparent on the surface. For ex- 
ample, it provides some _ protection 
against the Bell System current experi- 
ment in a liberal credit policy for third 
number calls. 

It is now permissible in some areas 
of the Bell System for a telephone user 
in, say, Portland to charge his home 
telephone in Coeur d’Alene, Ida., with 
a call he places from Portland to Se- 
attle. This is without a credit card, 
but simply a third number type of 
call. Under these circumstances it is 
very possible for the user to give a 
fictitious telephone number or one that 
will not accept the charges. Recently 
two of our Southern California Inde- 
pendent companies had more than $100 
worth of toll charged against their 
company under this policy and which 
was not accepted by the telephone num- 
ber being billed because of a divorce 
in the family. 

Under a cents-per-message form of 
settlement the Independent company 
loses more than the Bell company does 
for this type of uncollectible. How- 
ever, under a separated cost settlement 
the entire amount is ultimately recov- 
ered from the Bell company. 

Telephone Directory Settlements. 
Most of us Independents use the serv- 
ices of a directory sales company to 
sell the advertising and compile our 
telephone directories. I recommend that 
you work vigorously with your existing 
directory company to increase your ad- 
vertising revenues. 

At the Sunland company this has 
produced tangible results. For example, 
during 1954 the annual yellow page 
billing was $52,000; in 1955 it was 
$62,000; in 1956 it was $75,000. These 
represented increases of 19 per cent in 
the year 1955 over the year 1954 and 
21 per cent in the year 1956 over the 
previous year. These 19 per cent and 
20 per cent increases in yellow page 
revenues occurred while the business 
main stations grew only 12 per cent 
and 13 per cent so that you can see 
something else occurred besides growth 
in business subscribers. That something 
else consisted of a program on the part 
of the Sunland company to spur the 
directory company into producing 
greater results. We did these things: 


(1) Made available to the directory 
company sales personnel the finest pos- 
sible working conditions and working 
quarters on our premises during the 
campaign. We gave them the best room 
in the house equipped down to the 
latest in colored telephones. 

(2) We had a “kick-off breakfast” 
at which our commercial people met 
with the directory sales people and the 
sales objectives for this issue of the 
directory were discussed. 
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(3) We offered $250 in sales prizes 
to the directory people for best produc- 
tion in certain categories. 

(4) We advertised “Yellow Pages” 
in local newspapers, through bill in- 
serts, through placards on our out- 
door paystation booths and on all com- 
pany vehicles. 

(5) We discussed carefully with the 
directory sales supervisor the man- 
hours spent in our exchange on sales 
during the previous year and the pro- 
posed manhours for the current year 
and the best way to spend those man- 
hours. 

(6) We made available to the sales 
people a list of prospects obtained 
from our information board and from 
a review of the past year’s local news- 
paper and other community activity. 

(7) We did everything possible to 
make the directory sales person feel 
that he should exert particular effort 
while in the Sunland area and not be- 
lieve that this was “just another tele- 
phone company.” 


The cost to us of this entire addi- 
tional effort was in the neighborhood 
of $500 and the directory itself in- 
creased $13,000 per year. 

Western Union Billing. Most Inde- 
pendent companies bill telegrams for 
the Western Union Co. At Sunland 
we receive for this billing 10 per cent 
of the amount of the telegram charges. 
In our opinion, we should not be pro- 
moting the telegraph business because 
a subscriber using the telephone will 
obtain far more beneficial results for 
himself in most cases and our tele- 
phone company will receive a greater 
income if he uses the telephone. 

Accordingly, we have prepared a 
bill insert which we include in toll 
statements containing telegraph bill- 
ings. It reads—‘We Notice You Sent 
A Telegram,” and goes on to point out 
to the subscriber that for approxi- 
mately the same amount he pays for a 
telegram he may make a telephone call 





and receive an immediate answer and 
in addition extend a personal, oral 
greeting. 


For example, we show the customer 
that a telegram from our exchange to 
Portland, Ore., will cost him $1.45 and 
for only $1.60 he may have a two-way 
conversation on the telephone. If that 
subscriber telephones, our company 
keeps 75 cents for the call out of its 
current toll settlement. If that 
scriber sends a telegram our company 


sub- 


keeps 15 cents as a 10 per cent charge 
for billing the telegram. Obviously, it 
is to our advantage not to encourage 
the service of our competitor. 


Merchandising 

After we have placed the rate and 
interchanged business portions of our 
telephone house in order we must “sell” 
in order to make money. Or, if you 
prefer the term, we must “merchan- 
dise.”’ 

Someone has said to me “Why mer- 
chandise?” He pointed out that his 
earnings were reasonably adequate and 
if the time came when he needed more 
earnings all he had to do was go to 
the public utilities commission for a 
rate increase. My answer is that we 
must merchandise in order to stay 
alive rather than merely exist. 

Little Johnny was enduring his first 
day of dancing school and doing pretty 
well at it. He managed to keep his 
feet under control and not step on 
those of his partner very often. 

However, he had one serious failing 
and the dancing school instructor took 
him to one side and discussed it with 
him. She pointed out that it was ab- 
solutely necessary for the young man 
to make a complimentary remark in 
thanking the young lady as he left her 
at the end of the dance. 

Johnny’s mind struggled with that 
problem all during the next number. 
By the time it had ended he had de- 
cided upon his compliment. As _ he 
thanked the young lady for dancing 
with him he remarked, “You perspire 
less than any fat girl I have danced 
with today.” It that 
when it comes to merchandising we In- 
dependent telephone people perspire less 
than any other industry in the United 
States! 


appears to me 


Richard Hambrook, executive vice 
president of The Pacific Telephone & 
Telegraph Co. made some very perti- 
nent remarks regarding this challenge 
in his talk presented to the California 


Telephone Association in 1956. He 
emphasized small dollars, population 
growth, competition. 

Dollars are Growing Smaller But 


More People Have Them. We have to 
(Please turn to page 36) 
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igle Circuit Protector for both indoor 
outdoor use. The Type 09U is equipped 
Tru-Gap dischargers, carbons, 7 amp. 
, @ porcelain base, and a gasket and 
1g device. A product of COOK ELEC- 
COMPANY. 
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THESE LINE SUPPLIES 





A Tree Guard made of thermoplastic tub- 
ing, helically slit, and cut to 3, 50, 100 or 
500 foot lengths—protects drop wire from 
tree contacts. Guard can be spiraled on 
wire already in place. DETROIT MACOID 
CORPORATION. 

















Long Service Life and Low Plant Costs 
go hand in hand with the installation of 
ENDURPRENE — The Neoprene Drop Wire 
available in both Copperweld and Bronze. 
This flexible and easy-to-handle wire is 
made by GENERAL INSULATED WIRE 
WORKS, INC. 
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Outstanding Battery Performance is 
yours when you choose Gould Plante Bat- 
teries. Thick, grooved, pure lead positive 
plates give many years of trouble-free serv- 
icel Made by GOULD-NATIONAL BATTER- 
IES, INC., the finest money can buy. 
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Pictured here are a few of 
the many top quality line 
supplies offered by Kellogg. 
Your near-by Kellogg 
warehouse or distribution 
point is ready to give prompt / 
attention to your needs. 
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Corrosion-Resistant Crapo Stainless 
Steel Cable Lashing Wire, Type 430, 
is available in .045”, .065”, and .061” 
diameters. Crapo Galvanized (C Coated) 
Steel Cable Lashing Wire is available in 
091” and .061” diameters. Made by 
INDIANA STEEL & WIRE CO., INC. 
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marys A DIVISION OF 


KELLOGG SWITCHBOARD AND SUPPLY COMPANY 
A Division of International Telephone and Telegraph Corporation 
Sales Offices: 6650 S. Cicero Ave., Chicago 38, Ill. 
Telephone: POrtsmouth 7-6900 


KELLOGG Branch Warehouses and Offices: 


6000 W. 5lst Street 
Chicago 38, Illinois 
REliance 5-5445 


4501 Truman Road 
Kansas City 1, Missouri 
Humboldt 7085 


Simple, Quick, and Sure!—For splicing 
wo wires of different sizes, there's nothing 
impler than using Nicopress reducing 
leeves and the Nicopress 31-DC tool. 


Splices are always tight and strong. Made 


by the NATIONAL TELEPHONE SUPPLY 
OMPANY. 


oe 


410 N. Syndicate Avenue 
St. Paul 4, Minnesota 
Nestor 5878 


1515 Turtle Creek Bivd. 
Dallas 7, Texas 
Riverside 7-5191 


23 Broderick Road 
Burlingame, California 
OXford 7-5780 





1555 West Fourth Street 
Mansfield, Ohio 
Mansfield 7-2816 


1594 Southland Circle, N.W. 
Atlanta, Georgia 
Sycamore 4-244] 


504 County Bank and Trust Bldg. 


Passaic, New Jersey 
Prescott 9-3610 
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Preformed Guy-Grip Dead-Ends for 
messenger or guy strand. Easily applied by 
hand. Will hold full rated strength of even 
extra high strength steel strand. Will not 
slip. Can be applied to the cut end or 
coiled end of the strand. Available in 
galvanized steel, bronze, copperweld and 
stainless steel. PREFORMED LINE PROD- 
UCTS COMPANY. 














Kellogg’s Standard Outside Plant 
Handbook now available at special price 
while quantities last. Reduced to $2.75 a 
copy, with ten or more copies priced at 
$2.50 each. Every phase of outside plant 
telephone pole line construction is covered 
in book. 















HE BLAIN family recently got 
that all-American urge for a va- 
cation and decided on an automo- 

bile tour through the New England 
states and Canada. Our first stop was 
on the eastern shore of Maryland 
where we left the dogs in the care of 
relatives. Our dogs are extremely in- 
dependent and refuse to be happy even 
in the best of kennels. 


Our journey north over the New Jer- 
sey Turnpike, the various throughways 
and parkways of New England, proved 
uneventful except that we found traf- 
fic to be extremely heavy. We found it 
utterly impossible to obtain service at 
any of the turnpike restaurants, The 
crowds were so large and the waiting 
lines so long that we decided to skip 
lunch entirely. 

When we arrived at the capital city 
of Augusta, Me., we had a look at the 
Blaine house. This is now the govern- 
or’s mansion, and was donated to the 
state of Maine by James G. Blaine, the 
man who “would rather be right than 
President.” This, despite the fact that 
my grandfather voted for him. 

We next made a stopover at Bangor, 
Me., and spent some time enjoying the 
beauties of Bar Harbor. We then en- 
tered the province of New Brunswick, 
Canada, at St. Andrews, and drove to 
St. Johns. The tides in the Bay of 
Fundy are something to behold and we 
only hope that our cameras will depict 
the story. 

Next, we proceeded north through 
New Brunswick to Riviere-Du-Loop in 
Quebec province. This quaint town is 
located on the St. Lawrence River about 
150 miles north of Quebec City. We 
then thoroughly enjoyed our drive 
down the scenic St. Lawrence River to 
Quebec. 

The city of Quebec certainly gives 
one the impression of being in a for- 
eign land. Here, everything seems dif- 
ferent and nearly everyone speaks 
French. Even the programs we heard 
on radio and television were in French. 
We understood that two hours’ instruc- 
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tion in English each week is compul- 
sory for all school children. Some of 
their attempts at speaking English 
would indicate that the majority do not 
take their English lessons seriously. 

However, we did not experience any 
difficulty in making our wants under- 
stood. We did think it strange that in 
this French-speaking country the rec- 
ords in all of the juke boxes we heard 
were playing English songs, and these 
were played almost constantly. The 
movies are all from Hollywood and use 
the regular English dialog without any 
French reference. 

While in Quebec we had a wild sight- 
seeing tour through the narrow streets 
of the old walled city in a Volkswagen 
bus. Here, too, we enjoyed a retreat 
formation at the Citadel of Quebec. 
The beavers and red coats of the sol- 
diers are indeed a colorful sight. This 
ceremony, we understand, is one of the 
oldest in British military history. It 
had its origin during or before the 
16th century. 

Before leaving Quebec we thoroughly 
enjoyed a truly epicurean dinner in 
one of the leading French restaurants. 
When we had occasion to call the auto 
club in Quebec, we referred to the tele- 
phone directory which read, “Consultez 
Les Pages Jaunes,” or “Use the Yellow 
pages’’—to you. 

Our journey south from Quebec was 
along the St. Lawrence and we passed 
through Montreal and Toronto. The St. 
Lawrence waterway project is some- 
thing to behold. We had a look at the 
Thousand Islands and paused at Ni- 
agara Falls for two most enjoyable 
days. This was our first visit to this 
wonder of nature, and we thoroughly 
enjoyed our stay there. It is indeed a 
photographer’s paradise! 

On leaving Niagara we loafed east 
through New York state to Albany. 
This state is always very beautiful dur- 
ing this time of year... We paused at 
Skaneateles, in the fifger lake region, 
to enjoy dinner at the famous Krebs 
restaurant. This establishment has been 





in successful operation since 1899 and 
still has the telephone number 14. 

We enjoyed the beautiful scenery 
along the Hudson on our journey south 
from Albany. After a stop of a few 
hours at the West Point Military Acad- 
emy we entered the Garden State Park- 
way which led us to the New Jersey 
Turnpike and on through Delaware to 
Maryland. 


Toll charges in the United States 
are rapidly becoming a deterrent to 


auto travel. Through New England, it 
seemed that we were constantly shell- 
ing out nickels, dimes, and quarters to 
get through toll gates for a through- 
way or bridge. We spent a total of 
$12.45 during our trip for such tolls 
in the United States. We traveled a 
considerably greater distance through 
Canada and were not required to pay 
a cent in tolls. This is a most refresh- 
ing experience and causes the United 
States motorist to have a friendly feel- 
ing toward our northern neighbor. 

Canadian travel literature shows 
neatly uniformed mounties in many of 
the pictures. We did not, however, see 
a single red coated mountie on our en- 
tire trip. In St. Johns, we did see one 
policeman who had stopped a motorist 
and was obviously giving him a ticket. 
He was booted and spurred although 
his mount was a scout car. 


The statement is often made that 
Canada, for a distance of 300 miles 
north of the border, is identical in 
every way to the United States. This 
is not entirely true as they do not ad- 
vertise our cigarettes. They also have 
mannerisms of speech which differ 
greatly from ours. 

For example, motels will advertise 
flush toilets to differentiate from the 
“Chic Sale” variety. When we regis- 
tered at one hotel we asked the clerk 
if our unit had a bath. He replied that 
none of his units had baths but that all 
were equipped with showers. 

Also, the parkways in the center of 
dual highways in one case were re- 
ferred to as the “boulevard,” and in 
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“Yes—but will they write on paper?” 


by John Voss 


Remember when ball point pens were all the rage? 


It seemed for a while that folks hardly talked about 
anything else. Of course, the novelty wore off pretty 
fast, and now the ball point pen is a standard piece 
of merchandise. 


I recall, though, how we were told that they’d write 
under water, on all kinds of odd surfaces. We used 
to joke about these pens and wonder if they would 
write on paper, under normal conditions. 


Well, you can think of similar promotions. And, of 
course, you all know how many products are adver- 
tised through testimonials by movie stars and other 
famous personalities. 


At Stromberg-Carlson we firmly believe in case 
histories and testimonials—but we make a point of 
sticking close to “home.” When we give you ex- 
amples of our products at work, we offer typical 
situations—the kind you meet in your operation 
every day. When we publish a testimonial, it comes 
from somebody in an independent operating company 
like your own. 


For example, here’s a statement from the President 
of a company in the Pacific Northwest that installed 
our XY® Toll Ticketing equipment: 


“The effect is a saving of two full-time shifts of 
operators, and at the same time an increased toll 
volume of around 25%, and highly pleased sub- 
scribers. 


“Early next year we will expand our direct distance 
dialing areas to cover six additional exchanges. This 
should effect further savings in operating costs, and 
some additional toll stimulation.” 


Another case history in our files concerns an oper- 
ating company in South Dakota that sold one of our 
F-40 PBX’s to a local grain, feed and chemical firm. 
The exchange manager told us, ““Our customer is de- 
lighted with the efficient dial service provided by 
this compact PBX.” And the subscriber found the 
equipment “a joy to operate.” In the words of the 
receptionist-operator, “I’m amazed at the extra time 
it allows me for my other duties. Takes up so little 
space, too.” 


SEPTEMBER 14, 1957 





We get other gratifying customer reports on our 
XY equipment. People tell us how maintenance-free 
it is .. . how much space it saves .. . how easy it is 
to expand. 


Well, I could go on and on. But here’s the impor- 
tant point as far as you’re concerned: all our case 
histories and testimonials are direct, positive proof 
of the economy and operating efficiency of the XY 
equipment we make and sell. 


With all due respect to pens that write under 
water and to the endorsements of movie stars—we at 
Stromberg-Carlson are concerned only with how our 
products perform when they work for you—under 
the operating conditions of your business. 


There’s XY equipment in operation in practically 


every one of the 48 states. Pretty solid testimonial, 
if you ask me. 


go ee 


Vice President and General Manager 
Telecommunication Division 


STROMBERG-CARLSON, A Division of General 
Dynamics Corp., Rochester 3, N. Y. 
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another as a “meridian.” Gasoline is 
sold by the imperial gallon which is 
about five quarts in our measure. In 
this connection, we were able to make 
use of our gasoline credit cards 
throughout Canada. 


On our trip we noted extensive tele- 
phone work in progress everywhere. 
Microwave towers are a common sight 
and it appears that this method of 
communication is proving extremely 
popular. We observed one job in which 
a small carrier-loaded cable was being 
installed to replace a heavy lead of 
open wire. 

In many of the small Canadian towns 
the utility poles are located in the 
street outside the curb line and side- 
walk. This is certainly a traffic hazard 
and scars indicated that many of these 
poles had been hit by vehicles. 


We stopped at a total of 12 motels 
on the trip and all except two were 
equipped with telephones in each unit. 
This would appear to indicate that the 
telephone people are doing a good sell- 
ing job throughout the area. 


The motels that did not have individ- 
ual telephones in each unit had outdoor 
type booths installed and these were in 
almost constant use. There is little 
doubt that all first-class motels will 
soon have telephones in all units. 


We thoroughly enjoyed our tour 
through Canada. We found everyone 
most kind and considerate even though 
they did insist on the 5 per cent pre- 
mium when we used United States cur- 
rency. They have obviously done a 
better job controlling inflation there 
than we have. Prices in most localities 
are comparable to ours. 

If you have a chance to tour Can- 
ada, consider it favorably, as we be- 
lieve you will enjoy getting better ac- 
quainted with our good friends to the 
north. 


A new glare-free fluorescent lamp 
that emits a soft, pastel green light is 
reported to increase the eye’s ability 
to distinguish fine detail 
sharply reducing glare. 


as well as 


It is particularly suited for use in 
drafting rooms, machine shops and 
general offices and for quality control, 
inspection and precision work. 

This lamp is offered on a free re- 
placement basis for a burning life of 
two years or 17,500 hours, whichever 
expires first. 


It has been said that the modern 
home has everything controlled by a 
switch except the children. 
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Q. Will it be possible to obtain a 
pocket-size FM receiver to use for mo- 
bile communication service? 

A. A receiver of this type has been 
developed and is now undergoing field 
tests. We are advised that this micro- 
miniature receiver is the forerunner of 
a complete line of revolutionary per- 
sonalized receivers and transmitters 
designed for commercial communica- 
tions. 

This new receiver is fully transis- 
torized and weighs only 10 ounces. It 
is designed to provide extensions of 
several miles for radio systems now 
operating on the 150-megacycle band. 
It will be available later this year. 


Q. What type of cable tent is con- 
sidered best on aerial cable 
splicing? We find the canvas variety 
unsuited to our needs. 


for use 


A. We suggest that you consider the 
use of a tent now available which is 
made of translucent bakelite krene. 

This tent provides full daylight 
transmission and adequate protection 
against inclement weather. In addition, 
it has dielectric strength of 9,600 to 
16,000 volts. It is also impervious to 
rot, mildew, oils and gasoline. 


Q. Can you advise us what color code 
will be used for plastic-insulated cable 
in outside distribution systems? 

A. Various code arrangements have 
been proposed though none has been 
adopted as standard, to date. There is 
some question as to whether the coded 
units will be 26 or 51 pairs. There is 
a preference for three 17-pair units in- 
stead of the 51-pair unit. The follow- 
ing color code has been proposed for a 
51-pair cable: 


Pair Color 

No. Tip Ring 
1 White Blue 
re White Orange 
3 White Green 
4 White Brown 
5 White Slate 
6 Red Blue 
7 Red Orange 


8 Red Green 

9 Red Brown 
10 Red Slate 
11 Black Blue 
12 Black Orange 
13 Black Green 
14 Black Brown 
15 Black Slate 
16 Yellow Blue 
17 Yellow Orange 
18 Yellow Green 
19 Yellow Brown 
20 Yellow Slate 
21 Purple Blue 
ae Purple Orange 
23 Purple Green 
24 Purple Brown 
25 Purple Slate 
26 Gold Blue 
| Gold Orange 
28 Gold Green 
29 Gold Brown 
30 Gold Slate 
31 Red White 
3% Red Yellow 
33 Red Black 
3 Red Gold 
35 Red Purple 
36 White Yellow 
37 White Black 
3 White Gold 
39 White Purple 
40 Yellow Black 
41 Yellow Gold 
42 Yellow Purple 

3 Black Gold 
44 Black Purple 
45 Gold Purple 
46 Blue Orange 
47 Blue Green 
48 Blue Brown 
49 Blue Slate 
50 Orange Green 
51 Orange Brown 

« 


Q. Will it be possible to convert mag- 


neto wall 


telephones to the handset 


type? 

A. There is a kit that can be pur- 
chased from your telephone supplier 
which can be used to make this con- 
version. This kit includes a handset and 
cord; a receiver saddle that fits any 
make of hookswitch, and a metal plate 
that fits over the opening where the old 
transmitter was removed. 

To make the conversion, the 
transmitter and receiver are first re- 
moved. Then attach the saddle to the 
hookswitch lever. Next place metal 
plate over the old transmitter opening 
and connect the handset, and the job 
is complete. 


old 
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“Test-Proved at 
~ Nature's Toughest 
gfeeting Ground! 
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In Antarctica, reliable communications are vital to the suc- 
cess of Operation Deepfreeze. The lives of men and the safety 
of equipment demand accurate transmission of information and 

P instructions. 


i, | Ankoseal Rural Distribution Wire was specified for telephone, 





Aerial and Direct Burial Cables 
Self Supporting Cables 

Inside Wiring Cables 

B.U.G. Cables 
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intercom and control circuits because it is simple to install, easy 
to maintain, and adaptable to emergency service. Indoors at 
Little America V, this versatile wire is strung from rafters in snow covered tunnels and 
buildings . . . outdoors it is strung on poles and sometimes it is simply laid on the 
snow. Under all conditions this Ansonia wire has passed every rigorous test! 


Ansonia Ankoseal Cables are engineered to meet your most exacting requirements. 
They are built up to a standard, not down to a price. Whenever you require depend- 
ability . .. specify Ansonia Ankoseal Cables. 


THE ANSONIA WIRE & CABLE COMPANY, ASHTON, R. I. 


Flee any ereenagelltlony 
hes gomnenagey coeunna ne ggou | Be ee oe oF a 


ANSO N IA 
The Oldest Name In nF Cables In The Most ai Plant 
Devoted Entirely To Producing Plastic Cables. 
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Z1. REASONS WHY 
AUTOMATIC’S WALL TELEPHONE 
IS YOUR BEST BUY. 
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Automatic’s Type 90 Wall Telephone in Sunlight Yellow 
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| 


Y, ee 1. No ‘‘off-hook"’ complaints! 


| 
Our “wrap-around” cradle holds the 
handset secure—it's almost impos- 
sible to knock it off the hook. Yet the 
handset is easy to remove intention- 
ally. And because the handset is side- 
mounted, Automatic’s Type 90 Wall 
Telephone fits snugly to the wall. 


2. No costly broken hooks! 


Type 90’s metal cradle bracket is so 
strong we had a youngster chin him- 
self on it. The cradle is a rugged die- 
cast metal and the hookswitch lever 
is inside a protective die-cast tube. 


3. Installation is a snap— 
and maintenance, too! 


and you fasten Type 90 to the wall 
(handset stays in the cradle.) The 
loop compensator is adjusted from 
the front. With a screwdriver you can 
connect the line wires to the terminal 
. strip. To remove the dial from its 
| mounting, just push and lift. And note 
this: you can remove the ringer from 
the front—without taking the phone 
| off the wall. 
| 
' 


i 
; 
| Loosen one screw, the cover lifts off 


4. Dialing is easier— 
standing or sitting! 


Whether you stand or sit, Type 90's 
special dial angle provides easier 
readability—makes full use of avail- 
able light as well. This convenient 
dial angle plus the big, modern fig- 
ures and guiding arrowheads assure 
faster, surer dialing. 
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A member of the General Telephone System—One of America’s great communications systems 








10 SPARKLING COLORS 
TO OFFER YOUR CUSTOMERS! 


Automatic’s Type 90 Wall Telephone 
comes in a wide selection of colors to 
help you really cash in on extension 
phone sales. Your customers can 
choose from Classic Ivory, Sunlight 
Yellow, Turquoise, Dawn Gray, Sand 
Beige, Jade Green, Garnet Red, 
Gardenia White, Camellia Pink, and 
Forget-me-not Blue. 


Don’t forget, too, that the Type 90 
has lifelike transmission and im- 
proved ringing —just like our popular 
Type 80 Telephone. What it all adds 
up to is this: more and more tele- 
phone companies are ordering Type 
90 Wall Telephones. How about you? 
To order, just write: Automatic Elec- 
tric Sales Corporation, Northlake, 
Illinois. Or call Fillmore 5-7111. 






ELECTRIC 








CASE OF THE HARRIED HIPPOPOTAMUS 


Continued from page 27 


merchandise our services to get enough 
of these dollars. It takes ever more of 
these dollars to keep up with our big- 
gest problem—growth. 

The population of California has 
doubled every 22 years since 1900. In 
California, just since 1950 we have 
added enough people to populate the 
city of Chicago. Population experts 
tell us that there is no let up in sight. 
I’m sure that here in Oregon and 
Washington you too are experiencing 
growth. 

This mushrooming population has the 
additional characteristic of the peoples’ 
desire to “get away from it all.” In 
this case “it all” is the large city. 
Between 1940 and 1950 for example 
San Francisco grew 25 per cent, but 
the ring of suburban homes around it 
grew 106 per cent. 

Everything indicates that this trend 
of the population moving to the sub- 
urbs will continue and you and I as 
Independent operating men are in those 
suburbs. The future appears bright 
and promising providing we do a total 
selling job and do not rest upon our 
laurels. 

People in Oregon and Washington 
Have More Money to Spend for What 
They Want. Money that is spent on 
“wants” is called discretionary money. 
It is the dollars that a family has left 
over after it pays for the essentials of 
food, lights, rent, heat and clothing. 

The average working man’s family 
today has 190 of these discretionary 
dollars to spend in each month—two 
and one-half times more than he had 
in 1941. By 1965 he will have twice as 
many discretionary dollars to spend as 
he now has! 

Our telephone industry is very much 
interested in these discretionary dol- 
lars. However, so are other industries 
and we must compete for them. Tele- 
phone men have learned that the horn 
of national plenty doesn’t automatically 
shower down discretionary dollars. We 
have to go out and get them. We must 
lure these dollars away from colored 
refrigerators, go-now, pay-later vaca- 
tions, the second TV set and a new car 
every year. 

So, you and I must merchandise, 
which means learn two things: First, 
understand what the customer really 
does want, and second, implant “wants” 
within him and make these “wants” 
grow. 

As Mr. Hambrook pointed out, the 
refrigerator business is a good example 
of this. A few years back, it was faced 
with a large problem. That industry 
had caught up with the needs created 
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by World War II. The country was 
growing, to be sure, and new house- 
holds were springing up. But a re- 
frigerator is a rugged machine with a 
long life span. It looked as if the in- 
dustry was going to have to be satis- 
fied with a replacement market. 

Well, they were not satisfied with a 
replacement market. So they brought 
the magic of colors to refrigerators. 
They brought out new gadgets like ice 
water dispensers, automatic ice cube 
makers and freezer combinations. In 
other words, they created “wants” in 
their customers. The refrigerator busi- 
ness is still booming, and it looks as if 
it will keep on. 

“Wants” are powerful things and 
changeable things. They have a way 
of becoming “needs.” The automatic 
transmission in automobiles has_ be- 
come a “need.” You and I make the 
telephone and all its ramifications a 
“need.” 

For us our customer “wants” can 
spell the difference between indifferent 
survival and healthy growth. Good 
merchandising and money-making ideas 
will keep us strong. 


Money-Making Ideas 

You say, “all right, I am ready to 
merchandise and make money. What 
do I sell?” My answer is that you sell 
everything the customer will buy and 
properly use providing you have it on 
the shelf or readily available. Before 
you promise to deliver be sure you’ve 
got the goods. 

Sell Extensions. Last year I was 
very much impressed to read the re- 
marks of K. L. Schroeder of the North- 
west Telephone Co. of Freeport, IIl. 
He brought home to me that we Inde- 
pendents are missing the boat on ex- 
tension sales. 

Mr. Schroeder told of analyzing In- 
dependent exchanges in Illinois and 
Indiana and finding that where resi- 
dence main stations totaled less than 
200 within the exchange the percent of 
extensions was 1.9. He described the 
following conditions—see where you fit. 


Number of Main 


Residence Stations Y% Extensions 


201- 300 2.2 
301- 400 3. 
401- 500 3.6 
501- 700 3.9 
701-1000 4.4 
1001-2000 deh 
2001-5000 8.9 


Well, our Sinland company had 7,000 
residence main stations when I looked 
at that article and our percentage of 
residence extensions was 7.7 per cent. 


We immediately got busy with a sales 
promotion campaign and one year later 
our extension stations were 11.4 per 
cent of residence main stations and 
the percentage was continuing to go up. 

Now, why is this an important ques- 
tion? Well, extensions spell M-O-N-E-Y. 
E. G. Carlson (president of the Creston 
(Ia.) Mutual Telephone Co.) in an 
address to the Iowa Independent Tele- 
phone Association pointed out that 
$500 will buy approximately 20 tele- 
phone instruments and the results 
would be amazing if we were to invest 
this $500 per year in a net extension 
gain of 20 extension telephones each 
year for 10 years. 

At the end of 10 years we would 
have invested $5,000 worth of addi- 
tional capital and, if we had received 
$1.00 per month exchange rental for 
each of these 20 extension telephones 
added each year, we would have re- 
ceived in return $13,200 in revenue 
over the same period, or a profit over 
investment of $8,200. And the next 
10-year period we would receive $24,000. 

We have been missing the boat in 
extension sales revenue. Realizing this, 
in California we no longer make a 
service connection charge for installing 
an extension telephone if the telephone 
man is at the subscriber’s premises for 
any other reason. For example, if he 
is there on a trouble call he will install 
an extension free of charge. If he is 
there to install a primary service or 
another extension he will install an 
additional extension free of charge. 

Sell Color. At Sunland we have rec- 
ognized that sooner or later black is 
going to become an obsolete color and 
we'll have black sets far in excess of 
our ability to use them. Our service 
representative says, “Black is passé”. 
Therefore, we are selling color as 
widely and as rapidly as possible. We 
charge $10 per colored installation over 
and above the normal charges that 
would be associated with that service 
connection if it were black. 


As you well know, usage of color 
can increase your inventory problems. 
We have done everything under our 
control to let our supplier do the ware- 
housing for us and draw down from 
his stock as we need it. 


At the present time our installation 
of colored telephones does not quite 
equal the net station gain per month. 
To bring these two into agreement and 
therefore not purchase additional black 
telephones we are retiring certain older 
black instruments. 

Sell Key Equipment. We have found 
through sending a telephone man to 
personally interview applicants for 
business service (which we do on every 


(Please turn to page 49) 
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IN THE NATION'S CAPITAL 


Concluded from page 18 


But, if the experiment at Bartles- 
ville, Okla.—a growing and fairly rich 
oil city of 30,000 souls—turns out to 
be successful, the implications one way 
or the other are bound to be felt in 
the telephone business. 

By this time you have probably read 
in newspaper accounts of how the 
Video Independent Theaters, Inc.—op- 
erators of the Bartlesville project— 
organized this first actual test of sub- 
scription television. It was the actual 
transmission by wires—similar to tele- 
phone wires—to some 300 homes in 
Bartlesville of a first-run moving pic- 
ture, which is now appearing in the 
downtown theaters of many of our 
larger cities—‘Pajama Game.” 


Called by the coined name of “Tele- 
movies,” the Bartlesville service fea- 
tures a monthly prepayment subscrip- 
tion fee (just like telephone service) 
of $9.50. This entitles subscribers to 
a “package” of 13 first-run movies per 
month and 17 “less frequent” films. 


The service can be wired into a 
conventional television set on two va- 
cant channels so that the subscriber 
has his choice at any time (during 
evening hours) of one or two films 
which are being sent out over the wire. 
He can also switch to conventional TV 
coming in over the air if he tires of 
the film, or has seen it before, or just 
wants to hear more about those won- 
derful filters they seem to be putting 
in all the cigarettes these days. 


The average cost per film, if the 
viewer is so reckless with his leisure 
Aime that he has to see every thing 
sent out during the month, would run 
around 35 cents each. For families 
with a number of children interested 
in movies, this might prove a real 
bargain. 

Even those more restrained citizens 
who can take movies or let them alone 
might find a favorable comparison for 
“Telemovies” in the form of a projec- 
tion in their own living rooms. They 
would compare this with the expense 
and time consumed in getting out the 
family car and driving downtown to a 
first-run movie, which would also prob- 
ably entail supplemental expenses such 
as meals in a restaurant, parking fees, 
etc. 


Because the first month’s service was 
free, the real test of “Telemovies” in 
Bartlesville will come with the record 
of new subscriptions after the first 
month. One observer, who had studied 
this, estimated that for a town the size 
of Bartlesville it would take 2,000 fam- 
ily subscriptions for the “Telemovie” 
company to break even. 
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Henry S. Griffing, president of Video 
Independent Theaters, Inc., stated 
frankly: “It is an experiment in mer- 
chandising. If people won’t go to the 
theater, then we’ll bring the theater 
to the people.” His company claims that 
it holds franchises in some 35 cities 
around the country where it could du- 
plicate its Bartlesville operations. The 
company expects to lose money for one 
year. 

The significance of this from the 
moving picture industry’s point of view 
is very obvious. For the film makers 
of Hollywood and elsewhere, it might 
seem like a rescue if not an escape 
from the doldrums into which conven- 
tional TV plunged the film industry. 
For the owners of moving picture 
theaters—unless they manage to tie 
up with “Telemovies” themselves—the 
success of the Bartlesville experiment 
might prove to be the coup de grace 
which would put them out of their 
economic suffering. 


It has been estimated that 6,500 
movie theaters have closed shop in the 
last 10 years. For about half of the 
20,000 theaters that are still open 
(many on a part-time basis), the empty 
seats bespeak the rising tide of red ink. 
Box office revenues of the movie indus- 
try, generally, have been cut almost in 
half during a decade in which the pop- 
ulation has increased from 150 million 
to 170 million while dollar income per 
family has increased something like 
40 per cent. All this suggests that the 
movie house business is pretty much 
on the rocks already. 





The impact of the Bartlesville ex- 
periment on the telephone industry is 
equally important. The “Telemovies” 
are projected in a downtown theater in 
Bartlesville and sent out through a 
network of telephone lines, wired into 
the individual subscriber’s home. 


The mechanics of the operation may 
involve either the use of leased lines 
or the erection of lines along telephone 
poles on a joint use arrangement. In 
either event, the role of the telephone 
company as an assistant to the actual 
carriage of the service is obvious. 


But, less obvious is the fact that 
there are many other forms of sub- 
scription television which are being 
held up in Washington, D. C., by the 
interminable pulling and hauling be- 
fore the Federal Communications Com- 


mission. That is because they involve 
the use of radio circuits—not wires 
running into the subscriber’s home. 


Hence, the longer the FCC delays in 
granting radio broadcasting licenses to 
these various forms of subscription 


TV, the greater the headstart the 
wired services, such as ‘“Telemovies,” 
will get in the race for business. 


If operations, such as the Bartles- 
ville experiment, get established widely 
enough, and prove satisfactory enough, 
a good argument will be created for 
the FCC to turn down these applica- 
tions. This could be on the ground that 
the applicants are proposing to use 
radio frequencies and channels (al- 
ready overcrowded) for a service which 
is already being satisfactorily con- 
ducted by wire. 


Of course, the use of wires for such 
a local operation is an intrastate ac- 
tivity not subject to the jurisdiction of 
the FCC. The Bartlesville experi- 
menters did not have to worry about 
going to Washington to get an FCC li- 
cense. All they had to worry about 
was getting a franchise from the city, 
working out an arrangement with the 
telephone company, raising enough 
money to pay for specialized equipment 
and services for installations. 


Granted, that is plenty to worry 
about, and in the final analysis it may 
prove more than the traffic will bear. 
In the meanwhile, telephone people will 
do well to keep an eye on the progress 
of the Bartlesville experiment. 


Wiring movies into the home is, of 
course, just one possible application of 
closed circuit television service. There 
are many others outside of the enter- 
tainment field—in industry, in educa- 
tion, in medical science and engineer- 
ing. The horizon is wide open. And 
it is difficult at this point even to guess 
how large or small a part the telephone 
industry will play in the expanding 
vista of opportunity for future achieve- 
ments. 


College Faculty Conference 
Sponsored by Ohio Bell 


Representatives of 13 Ohio colleges 
and universities were to take part in 
the fifth annual College Faculty Con- 
ference in Cleveland, O., sponsored by 
the Ohio Bell Telephone Co., it was 
announced on Aug. 17. 


Each year Ohio Bell invites educa- 
tors to spend a week at the company’s 
headquarters to “‘share ideas and prob- 
lems” and gives them an opportunity 
to get a close-up view of telephone 
operations. 


Greater Cleveland educators expected 
to attend the conference included: Paul 
R. Anders, dean of Fenn College’s 
school of business administration; John 
S. Diekhoff, dean of Cleveland College 
of Western Reserve University, and 
the Rev. Hugh E. Dunn, president of 
John Carroll University. 
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This cable, called Vector Distributed 
Buoyancy Floating Cable “floats” 
with pressure-sensitive phones sub- 
merged at about a 12-foot depth. The 
stress-core and multi-conductor elec- 
trical cable are continuously extruded 
side by side ina sheath of cellular poly- 
ethylene with extreme lightweight and 
buoyancy. Thus, one thousand feet of 
“floating” cable weighs only 725 lbs., 


and can be wound on a reel only four 


feet in diameter. 


Insulated with 
BAKELITE Brand Polyethylene, 


this telephone 
cable floats! 


Special cable used for seismic recording for offshore oil 
exploration is an unusual example of the versatility and 
efficiency of wire and cable insulation made of BAKELITE 
Polyethylene. The new floating cable has demonstrated 
more than three times the useful life of older types. 


Lightweight, highly inert to chemicals, salt water and 
corrosive atmospheres, tough and flexible, insulation made 
of BAKELITE Brand Polyethylene is your assurance of 
dependable performance. 


BAKELITE 


BRAND 


POLYETHYLENE 
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BAKELITE COMPANY, Division of Union Carbide Corporation 30 East 42nd Street, New York 17, N. Y. 
The terms BAKELITE and UNION CarBIDE are registered trade-marks of UCC. 
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Reliable telephone service fo 


Telephone companies, working in partnership, provide extensive 
communications service for this 1487-mile natural gas pipeline. 


GENERAL TELEPHONE CO. 
_OF THE NORTHWEST 


m. i ARIZONA 
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the “Scenic Inch” 


Welding sections together near Kelso, Wash. 


One of the great construction projects of 


recent years was completed in the final months 
of 1956. 


It’s the Pacific Northwest Pipeline, known 
as the “Scenic Inch” because of the rugged, 
picturesque territory through which it passes, 
as shown in the snapshots on the right. 








This 1487-mile pipeline was built for Pacific 
by Fish Northwest Constructors, Inc., of Hous- 
ton, Texas. This pipeline carries vitally needed 
natural gas from the producing fields of the 
San Juan Basin, New Mexico, to Oregon, 
Washington, and the Canadian Border. ‘The 
Pacific Northwest is one of the last areas of 
the country to receive this fuel. 


Since a pipeline needs constant supervision 
and control, a reliable communications system 
is extremely important. 


Such a system has been provided by the tele- 
phone companies serving the pipeline route, 
because they were well equipped to furnish 
and maintain the required private line facilities. 


Only through the co-operation of these Bell 
System and independent companies could such 
extensive private line services have been fur- 
nished so reliably and economically. ‘This is 
another example of the telephone industry as 
a whole working together to meet the nation’s . 
growing communications needs. 


Working together to bring people together 
BELL TELEPHONE SYSTEM 
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Cleaning and coating pipe in Baker Co., Ore. 









construction 
and 
maintenance 


DIGEST 


Published regularly to help you get the most 
out of your materials and supplies dollar 





serve your supply needs. 


Arrester gives maximum protection 


With the Cook Mytigap Arrester 
you get the utmost in cable ter- 
minal and substation protection at 
low cost. 





Mytigap Arresters. 


Cook Electric Company’s Myti- 
gap is a lightning arrester and 
power-cross protector in one, fea- 
turing self-restoring operation after 
functioning. It is available in 2 
styles: a snap-in type to fit Cook 
terminals and a type that is made 
with special screw-type housing for 
general applications. 

Mytigap Arresters require mini- 
mum attention or service. Internal 
parts are readily accessible for easy 
field replacement if damaged by 
1 extreme disturbance. 

This arrester represents the most 
advanced high-potential discharg- 
ers for line and cable protection. 
















































































Most for least 


Profitable noise 


Real cool sitting 


25-year battery 


Self-supporting 





by Joseph W. Mullin, Inside Sales—Kamnsas City 


My pet hobby is photography. Maybe you've noticed your- 
self—a double exposure can be mighty interesting. For 
instance, when you order supplies from Stromberg-Carlson 
you see two big benefits in the picture. One, you get fine 
products with a two-fold guarantee—ours and the maker's. The guarantee is 
backed by our 62-year reputation. And here’s the other. Your support gives 
the science of telephony a push forward. As you know, this industry is a full- 
time job with us. Your supply orders help us continue research for new and 
better telephone equipment. So we say a heartfelt “thanks”—it’s a pleasure to 





Noise can be money! 


Take a business subscriber who 
has a telephone in some extremely 
noisy location—and who has finally 
decided to do something about it. 
Would you rather have him spend 
money in building a soundproofed 
booth—or give you the money as 
monthly income on a _ telephone 
which completely licks the noise 
problem? 

The Gat-PHoneis such an instru- 
ment. It has a special transmitter 
that actually creates a “Zone of 
Quiet” around the handset—even in 
a spot as noisy as a boiler factory! 


It costs the subscriber less than , 





booth—and you get the revenue! 
Ask us for complete details. 


Cane-seat chair keeps 
operators cool, comfortable 


This operator's 
chair has a cane 
seat, which is 
much cooler, 
cleaner and more 
comfortable than 
other types. It re- 
tains all the pos- 
ture advantages 
for which Sturgis 
is famed. It is 
called the Sturgis 
SC-240. 

The posture-curved, well-cush- 
ioned backrest is covered in genu- 
ine leather. 

The exclusive Sturgis “Follow. 
Flex” feature automatically adjusts 
to the operator's every movement, 
supports her restfully all the time, 
discourages fatigue, keeps her at 
top efficiency. 





Battery will still have its pep 
when 1982 rolls around 


It will last 25 years—in full float 
service! That’s the life expectancy 
of C & D’s PlastiCal (lead-calcium 
grids) telephone battery. 

You get this extra-long, trouble: 
free operation because C & D Bat- 
teries, Inc. use an exclusive sus- 
pended and supported plate con- 
struction. 





In full float service, this telephone battery 
stays on the job a quarter of a century. 
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Illustrated here is a typical C & D 
telephone battery with a 660 A.H. 
capacity. When ordering this 25- 
year battery, specify PCE-660. 

When you find that a 14-year ex- 
pectancy meets your needs, you can 
get dependable operation from a 
C & D PlastiCell (high-tensile lead 
alloy grids) battery. For a Plasti- 
Cell with capacity of 660 A.H., 
specify CE-23. 


Distribution wire needs 
no cross arms 


There are several reasons you 
can enjoy lower installing costs 
with this Whitney Blake multi-pair 
distribution wire. 

Because it’s self-supporting, it 
needs no cross arms. And it’s easy 
to string because it’s lightweight 
and comes in long lengths—up to 
4000 feet per reel. 





Self-supporting distribution 
wire has built-in messenger. 


This wire has excellent electrical 
characteristics: low-loss transmis- 
sion, low capacitance, high dielec- 
tric strength. 

Its polyethylene insulation pro- 
vides excellent weather resistance. 

The wire is available in 3, 6, 11 
and 16 pairs. The conductors are of 
#19 A.W.G. soft copper. 





Distributed by 
STROMBERG-CARLSON 


A DIVISION OF GENERAL DYNAMICS CORPORATION 
Sales Offices: Atlanta 6, Chicago 6, 


Kansas City 8, Rochester 3, 
San Francisco 
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SW States Secures Raises 
In Texas, Louisiana 


Two rate increases became effective 
in exchanges of The Southwestern 
States Telephone Co., Brownwood, Tex., 


during August. 


A two-part increase in local service 


| rates was granted in Fredericksburg, 


Tex., in connection with approval of 
a proposal to convert to dial service. 


| The old rates, the interim rates effec- 


tive Aug. 26, and the automatic rates 
which will be effective at the time of 
conversion in the fourth quarter of 
1958 are as follows: 


Auto- 
Interim matic 


$7.00 $11.00 


Old 
One-party business .$6.00 


Two-party business . 5.00 6.00 9.00 
One-party residence. 3.00 3.50 5.00 
| Two-party residence. 2.50 3.00 4.00 
Four-party residence — — 3.25 
Rural business ..... 4.50 6.50 7.00 
Rural residence .... 2.75 4.50 5.00 


The total increase in annual revenue 
as a result of the interim increase and 
the increase effective with the auto- 
matic conversion will be $44,700. Fred- 
ericksburg is a common battery ex- 
change with 2097 stations. 


Local rates were increased recently 


| in Iowa, La. (automatic, 422 stations) 


as a result of the inauguration of ex- 


| tended area service between Iowa and 


Southern Bell Telephone & Telegraph 


| Co.’s Lake Charles exchange. 


Old New 
One-party business - $5.25 $13.70 
Two-party business 4.00 10.75 
One-party residence ... 3.75 7.05 
Two-party residence ... 3.00 5.25 
| Four-party residence .. 2.50 3.95 
Rural business ....... 4.50 7.95 
| Rural residence ....... 3.50 4.95 


sult 


The old and the new rates are as fol- 
lows: 


The increase in rates at Iowa will re- 
in $11,180 in additional annual 
revenue. 


Acquires New York Company 


New York Telephone Co. recently 
acquired the Cornwall Telephone Co. 


| and began providing service to some 


2,300 subscribers, it has been reported. 


SW States Asks Okla. Raise 

An application requesting increases 
in rates was filed with the Oklahoma 
Corporation Commission on Aug. 27 by 


ourts and Commissions 


Southwestern States Telephone Co., 
Brownwood, Tex., for an annual rate 
increase of $214,620 in the 34 Okla- 
homa cities and towns it serves. 


Southwestern Bell Requests 
$212,000 Raise in Kansas 
The Southwestern Bell Telephone 
Co., on Aug. 30 applied to the Kansas 
Corporation Commission for revisions 
in certain rate schedules to yield about 
$212,000 a year in additional revenue. 


Approximately $114,900 of this would 
be gained by reclassifying 13 automatic 
exchanges which have outgrown their 
current rate groups. 


These cities are Garden City, Hays, 
Hugoton, Hutchinson, LaCrosse, Lawr- 
ence, Leavenworth, Lecompton, Lincoln, 
Oakley, Salina, Smith Center, and 
Stockton. 


The company also wants to make a 
10-cent charge for paystation calls 
standard throughout the state, reduce 
the initial talking period on 10-cent 
intrastate toll calls and the overtime 
period on 10- and 15-cent long distance 
calls, and increase rates for joint tele- 
phone users. 


Local telephone calls in cities under 
2,500 population with automatic ex- 
changes now cost five cents. Standard- 
izing the charge at 10 cents would yield 
about $10,000. 


Certain toll rate changes would raise 
about $51,000 annually. Higher joint 
users rates would add $36,700. 


Southwestern Bell’s application also 
asked for lower rates for Cheney and 
Hanover since the number of subscrib- 
ers in those cities has decreased, quali- 
fying them for a lower rate group. 


Mo. Company Asks Rate OK 


The Conway-Niangua Telephone Co. 
on Sept. 6 filed application with the 
Missouri Public Service Commission 
for “reasonable and lawful” rates for 
service. 


View on Management 

“The foremost objective of manage- 
ment is to balance the conflicts and 
differences of interested groups, to the 
end that business will be carried on so 
that all of these groups receive the 
maximum benefit; and that none enjoys 
an advantage at the expense of an- 
other.””— T. S. PETERSEN, president, 
Standard Oil Co. of California. 
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Maintenance Testing Equipment 


TELEPHONE may or may not be 
A equipped with a dial, depending 

upon the type telephone system 
involved—manual or dial. With the 
manual system, a dial is not required; 
merely lifting the telephone handset 
from its cradle signals the central office 
switchboard operator, and she estab- 
lishes the requested telephone connec- 
tion. 

In the dial system, station-to-station 
connections are set up by automatic 
central office equipment; therefore, the 
telephone must be equipped with a dial. 


The operation of the dial is very 
simple, its mechanism being set in 
motion by the metal disk, called a 
finger plate, as shown at point “A” in 
Fig. 1. The important factor in the 
movement of the finger plate is the 
rate of speed (called dial speed) at 
which it returns to normal after being 
rotated and then released. 

In practice, the dial speed is fixed 
between specified limits and if, upon 
operating the dial, it is observed that 
the return speed of the finger plate 
appears to be slow, too fast, or erratic, 
the cause may be traced to loose, worn 
or defective parts; finger plate sticking 
or rubbing on the finger stop; relaxa- 
tion of the dial main spring tension; 
speed control governor out of adjust- 
ment, or reduction of impulse spring 
pressure. The impulse springs control 
the selection of the called party’s tele- 
phone number. 

In addition to trouble which may 
develop in the dial, there are others 
that may occur outside, though to the 
telephone user, the trouble seems to be 
within the dial. For example: 

(1) The station line circuit may be 
open, grounded, crossed or short cir- 
cuited. Under certain conditions the 
short circuit may be of such nature 
as to permit dial tone to be heard in 
the telephone receiver, but when an 
attempt is made to call another sta- 
tion, the tone cannot be broken; that 
is, after the first letter or digit of the 
called number is dialed, the dial tone 
is not cut off. 

Dial tone is the tone furnished by 
the central office equipment when the 
preliminary switching operations 
caused by removing the handset from 
its cradle are completed. The tone is 
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By JOHN A. BRACKEN 





PART 82. The preceding arti- 
cle in this series appeared in the 
September 7 issue, page 44. 











manifested in the telephone receiver 
as a steady humming sound, signifying 
that the line is clear for dialing. 

(2) Telephone line circuit resistance 
exceeds the specified dialing limit. 

(3) Excessive line circuit capaci- 
tance. For instance, if the maximum 
allowable capacitance between the tip 
and ring of a dial system station line 
circuit is greatly exceeded, it has a 
tendency to disrupt the effect of the 
dialing impulses upon the operation of 
the central office switching equipment. 





Fig. | 


(4) Handset off the telephone cradle 
at another station on the line. 

(5) Dial improperly operated. 

(6) Central office switching 
ment fails to function. 


equip- 


(7) Jiggling the telephone cradle 
switch before dialing. 

The description so far given of the 
telephone set included the _ essential 
components with the exception of the 
cradle switch which serves to auto- 
matically disconnect the telephone talk- 
ing and listening circuits from the line 
when the telephone: is normal, that, is 
idle. 

With the telephone handset resting 
in its supporting cradle, the cradle 
switch is actuated by the weight of 
the handset and this causes the cradle 
switch contacts to be opened, and held 


open against the action of spring ten- 
sion. 

Upon lifting the handset from its 
cradle, the spring tension is removed, 
thus allowing the cradle switch con- 
tacts to close and reconnect the tele- 
phone talking and listening circuits to 
the line. 

Replacing the handset in its cradle, 
releases the central office equipment 
previously operated, thus leaving the 
line clear for the reception of incom- 
ing calls. 

Note: From the standpoint of cour- 
tesy, after a conversation is completed, 
great care should be taken in replacing 
the telephone handset upon its sup- 
porting cradle. If the handset is 
slammed down on the cradle, the person 
at the other end of the line may receive 
a very disagreeable bang in the ear. 

This can be avoided by gently press- 
ing the cradle switch all the way down 
with the forefinger of the right hand, 
and holding it there, while placing the 
handset in the supporting cradle with 
the left hand. 

Wear and tear incident to use over 
a period of time usually contributes to 
the development of trouble in the 
cradle switch. Therefore, if and when 
trouble occurs, the first step toward 
locating the cause is to look for any 
visible reasons by tracing the operating 
function of the cradle switch and veri- 
fying a suspected fault by means of 
applicable tests. 

At the same time it is good practice 
to make a complete inspection of the 
telephone as a whole, remedying any 
electrical or mechanical defects de- 
tected as soon as discovered, to prevent 
them from growing 
service interruption. 


into a customer 

Preventive maintenance, properly ap- 
plied, will provide the greatest long- 
term service uninterruptions, and the 
lowest number of trouble 
reports. 


customer 
(End of Series) 


National Debt Control 

“(Control of the national debt) de- 
pends on the cooperation of all the 
people—they decide by their pressures 
or by their inattention what they want 
and are willing to pay for.”—W. RAN- 
DOLPH BurGEss, Under Secretary of the 
Treasury. 
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Michigan Man Named to 
Governor’s Commission 

Judson M. Perkins, General Tele- 
phone Co. of Michigan’s public rela- 
tions director, has been appointed by 
Governor G. Mennen Williams to the 
chairmanship of the governor’s Com- 
mission on the Employment of the 
Physically Handicapped. 





J. M. PERKINS 


In his letter of appointment to Mr. 
Perkins, the governor stated, “... one 
of the primary objectives of the com- 
mission is to work toward the end that 
the slogan ‘Make ability, not disability, 
count’ becomes the generally accepted 
basis for private and public personnel 
policies.” 

Mr. Perkins is active in Michigan 
state level organizations, serving on 
the executive committee of the Michi- 
gan Association for Retarded Children 
and the board of directors of the 
Michigan United Cerebral Palsied As- 
sociation. 


Change Location for 
Georgia Convention 

The convention of the Georgia Tele- 
phone Association is to be held at the 
General Oglethorpe Hotel near Savan- 
nah, Ga., on Nov. 13 and 14, H. H. 
Cabaniss, secretary-treasurer of the 
association, reports. 

The meeting was originally scheduled 
for Radium Springs Hotel, Albany, 
Ga. Dates for the convention remain 
the same. 


Fact About Money 

“There are only 58 billion dollars in 
gold in the entire world. Forty-six 
billion of this is owned by governments 
and 12 billion is in private hands. The 
real credit behind our currency is not 
gold, or silver, but the land, the people 
and the confidence of the nation.”— 
AT&T’s Long Lines Magazine. 
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CALCULAGRAPH 
mpany 


Seat cecal 


lly gives you 





accurate Toll Call Records — 


_up to 60 minutes | 





Photo courtesy of the General Telephone Company of Michigan 


Now, Calculagraph, the modern dependable computer, 
automatically figures and prints toll calls up to 60 minutes 
—no need to add 30 minutes on long conversations. 


Thus, Calculagraph adds one more feature to reduce human 
errors by busy operators and increases the volume of calls 
handled per operator. Assures you of all revenue due 

on every call. 

For accurate toll call records, for automatic computation of 
elapsed time, for more efficient operation, install the new 
60-minute elapsed time Calculagraph on your switchboard. 


Information on this new Calculagraph is 
yours upon request. 


Write today for illustrated brochure to 
Dept. T. 





HARRISON, N. J. 


DEPENDABLE ELAPSED TIME COMPUTERS SINCE 1892 
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‘‘Super-Splice’’ makes splices 
waterproof . . . from inside out! 

Sealed at one end, this plastic 
splice sleeve is filled with an 
insulating and waterproofing 
compound.* 

Economical ‘‘Super-Splice,” a 
Superior exclusive, makes the 
splice permanently as good as the 
cable... yet it can be re-entered 
easily. The compound never 
hardens or oozes out no matter 
what the temperature. 

Prevent leakage currents and 
breakdowns in the presence of 
moisture... good for 25,000 v.d.c. 
Order ‘‘Super-Splice’”» NOW! 


*A Dow-Corning silicone compound. 







An REA Standard. 


“Super-Splice”’ 


or bridge splices. 


=~ 


“"SUPER-SPLICE"’, write 


SUPERIOR 
CABLE 


SUPERIOR CABLE CORPORATION 
Hickory, North Carolina 


is available for use 
with straight, butt 


For further information on economical 





General Telephone Elects 
Lattin Vice President 


The directors of General Telephone 
Corp. have elected Leroy E. Lattin a 
vice president of the corporation. Don- 
ald C. Power, president, in making the 
announcement said, “Mr. Lattin will 
work with me in an advisory capacity 
on a wide range of organizational and 
operating matters and will accept spe- 
cial assignments of this nature as the 
occasion demands.” 


Mr. Lattin started in the telephone 
business in Omaha in 1920 and trans- 
ferred to Ohio Bell Telephone Co. in 
1927. There he rose through various 
assignments to become vice president 
and general manager, and then vice 
president in charge of revenue require- 
ments and public relations. 


In 1948 he went to Southwestern 
Bell Telephone Co. as vice president in 
charge of revenue requirements and 
in 1955 went over to personnel. In 
March of this year, Mr. Lattin retired 
and went to Kansas City to organize 
and direct the initial operation of the 
Mid-Continent Development Council 
which was credited with launching a 
new era of industrial growth for that 
region. 

“We consider Mr. Lattin to be one 
of the most imaginative and able men 
in the telephone business” Mr. Power 
said, “and we expect great help from 





L. E. LATTIN 


him in the integration of profitable 
operation of our rapidly growing Sys- 
tem.” 

Mr. Lattin will continue to act as a 
consultant to the Mid-Continent De- 
velopment Council. 


Take Life as It Comes 


“Demand not that events should hap- 
pen as you wish, but wish them to 
happen as they do, and you will go on 
well.”—EPICTETUS. 








Four Independent telephone men watch Wisconsin Governor Vernon W. Thomson 


proclaim Independent Telephone Week in that state. 


Left to right, around the 


governor, are: Harris G. Allen, president of the Northwest Telephone Co., Tomah, 
and president of the Wisconsin State Telephone Association; Ray J. Riordan, 
secretary-treasurer of the Wisconsin state Association: T. H. Moran, president, 
General Telephone Co. of Wisconsin, and Wyman W. Wiswell, vice president and 
general manager of the State Long Distance Telephone Co., Elkhorn, and vice 
president of the Wisconsin state association. 
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ABC OF THE TELEPHONE 


Continued from page 22 


construction is standard for the larger 
size cables, and concentric construction 
is standard for the smaller size cables. 

Other types of cable construction 
which may occasionally be encountered 
are: 


Quad. In a quad cable the wires are 
assembled in units of two pairs or four 
wires, hence the name “quad.” This 
provides a maximum degree of pair 
transposition and facilitates the use of 
phantom circuits in toll cables. 


Composite. Composite construction is 
the name given to cables with two or 
more wire gauge complements in a 
single sheath. For example, a 1212- 
pair composite cable might have 808 
pairs of 19-gauge wires and 404 pairs 
of 22-gauge cable. In another instance, 
the cable might have 606 pairs of 22- 
gauge wires and 606 pairs of 24-gauge 
wires. 

Spiral-Four. This term generally re- 
fers to a type of disc insulated quad 
cable. Precise separation of the quad 
group is maintained by placing a wire 
in each corner of a series of square 
separators inserted in the cable. The 
separators usually are about 0.3 inch 
square. This provides a greater degree 
of separation than is possible with 
ordinary quad cables. Spiral-four type 
cable often is used as an entrance cable 
at a central office or repeater station 
where carrier equipped toll lines served 
by open wire are brought into the 
building. 


The primary purpose of changing 
the direction in which the cable pairs 
are wrapped in various portions or sec- 
tions of the cable is to provide ade- 
quate transposition of the pairs in the 
cable. Transposition of circuit con- 
ductors was discussed in Part 40 of 
this series, which is available in Vol- 
ume II of the reprint edition. 


The conductors used in cables de- 
signed for local exchange area cables 
usually are 19, 22, 24, or 26 AWG 
(American Wire Gauge). In certain 
special cases where the cable run is 
unusually long a cable with 16 AWG 
conductors may be used. 


Cables for Special Applications 


Some of the cables manufactured for 
special applications include the follow- 
ing: 

Toll Cables. A typical group of 
cables designed for long distance trans- 
mission are available with 13, 16, 19 
and 22 AWG conductors. Quad con- 
struction generally is used because 
phantom circuits are quite common in 
this type service. A low capacitance 
unbalance is required to reduce cross- 
talk over the long lengths of these 
circuits. As a result, these cables re- 
quire a high degree of production ac- 
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Telephone batteries engineered for— 





If you want extra-long life 
from batteries in telephone 
service—be sure to specify 
C&D PlastiCal® batteries. 


Here is the original lead- 
calcium telephone battery that 
provides at least 40 % longer life 
than conventional telephone 
batteries.With C& D PlastiCal 
telephone batteries you get: 





@ Reduced maintenance—Electrolyte level can be 
checked at a glance; cells require 1/5 as much 
water as conventional batteries. 


@ Lower in-place cost— Rugged one-piece plastic 
case is 20% lighter than glass; reduces shipping 
and breakage costs. 


@ Increased safety—C & D’s patented Saftee-Vent 
eliminates the chance of accidental explosions; 
serves as funnel for filling. 


These plus many other benefits mean that in the 
telephone field, C & D is— 


Your better battery buy! 
Literature available 


. Write for complete description and specifications in 
C & D PlastiCal Bulletin T-528. 


SS: BATTERIES, INC. 
of Conshohocken, Fre. 


SINCE 1906 
SALES AND SERVICE OFFICES IN PRINCIPAL CITIES FROM COAST TO COAST 
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curacy and uniformity. Particularly 
important items are the conductor in- 
sulation and pattern in which the con- 
ductors are wrapped together. Although 
toll cables are manufactured primarily 
to facilitate the operation of long dis- 
tance toll circuits in cables, they also 
are available with a number of straight 
pair circuits for local services. 

Municipal Signal Cables. Cables 
manufactured in accordance with the 
specifications of the International Muni- 
cipal Signal Association have a double 
wrap of dry paper on each conductor 
and a heavy paper wrap or belt im- 
mediately under the sheath. This pro- 
vides a higher dielectric strength to 
ground and enables these cables to 
carry circuits operating at 125 volts 
ac or 250 volts de. The lead-antimony 
sheath can be placed in underground 
ducts or supported aerially on a mes- 
senger stand. 

Armored Cables. Underground and 
aerial cable are both exposed to the 
hazards of lightning. The degree of 
exposure and the number of times in a 
year that the cable is exposed to light- 
ning is governed by several factors. 
In some cases, the exposure rate will 
be high but the damage caused by the 
lightning strokes will be low. In other 
locations the number of exposures may 
be in the medium range but the damage 
will be high. 


The answer to the problem is to pro- 
vide the protection necessary to con- 
trol or limit the damage to the cable 
caused by various degrees of lightning 
strike intensity. The first line of de- 
fense against lightning is to provide 
adequate electrical protection through 
the installation of protected terminals; 
connections to ground; aerial or bur- 
ied shield wires and similar recognized 
protection measures. 


At times, under severe exposure con- 
ditions, the cable will be damaged even 
though adequate electrical protection 
measures are provided. In these in- 
stances, damage may be caused more 
by the collapse or crushing of the cable 
sheath at the point of impact rather 
than by electrical damage. The dam- 
age caused by the impact of the light- 
ning striking the cable sheath can be 
reduced and often eliminated by 
strengthening the cable sheath. This 
is accomplished by wrapping galvanized 
steel wire armor or galvanized steel 
tape armor over the sheath during the 
manufacturing process. 


A typical armored underground cable, 
shown in Fig. 6, designed to give maxi- 
mum service life and protection, has 
the following protection added over the 
lead sheath: 


(1) A layer of asphalt-impregnated 
paper tape. 





* Positive Locking 
°Won’t Snag 


° Unobstructed 
Throat Opening 


COFFING 
Safety Hook” 


The strong, rust-resistant Coffing 
Safety Hook provides complete 
protection against slipping of the 
load support, but leaves a full 
throat opening. The latch will stay 











open until closed. In the closed 
position it is held by a positive 
locking action, and cannot be 
moved until released. In the open 
position the latch is completely 
clear of the throat opening, and 
closed it permits use of the entire 
hook area The end of the latch is 
rounded to shed wires and other 
objects. 


Safety Hooks are available in 
capacities up to three tons, and 
may be specified for new hoists (at 
slight additional cost) or purchased 
for hoists already in service. For 
complete information consult your 
distributor, or write to Coffing 
Hoist Division, Duff-Norton Co., 
808 Walter Street, Danville, Ill. 

* Patent No. 2,706,318 


COFFING HOIST 


DIVISION OF DUFF-NORTON COMPANY 
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(2) Two layers of jute—thoroughly 
impregnated with asphalt. 

(3) Two galvanized flat steel tapes, 

(4) A layer of impregnated jute, 
completely filled with asphalt and fin- 
ished with mica. 


The initial layer of paper tape serves 
as a bonding agent between the lead 
sheath and the layers of jute. The jute 
prevents the steel tapes from cutting 
into the cable sheath and also pro- 
vides a degree of impact cushioning 
under the steel tapes. The jute placed 
over the steel tapes furnishes a surface 
to which the waterproof asphalt coat- 
ing will adhere. The mica finish makes 
the completed cable easier to handle 
and facilitates pulling it through duct 
runs and over sheaves or rollers used 
in the cable laying process. 


Armored aerial cables are practically 
the same as those manufactured for 
underground installation with the ex- 
ception that the outer layer of jute 
is not provided. 


Submarines Cables. Cables manufac- 
tured for continual underwater or sub- 
marine service generally have a high 
dielectric strength. The insulation 
placed around each individual wire usu- 
ally is heavier than in a cable manvu- 
factured for other than submarine serv- 
ice. The completed cable is insulated 
with a double wrap of dry paper just 
below the sheath. The purpose of this 
type construction is to retard the spread 
of moisture inside the cable even 
though a break in the sheath should 
occur. 

Under most service conditions a sin- 
gle layer of steel armor is sufficient to 
withstand the ordinary exposure con- 
ditions experienced in submarine serv- 
ice. A typical single armor for sub- 
marine service is made up as follows: 


(1) Two layers of impregnated jute 
thoroughly filled with asphalt applied 
over the cable sheath. 


(2) A layer of galvanized steel wire 
armor. 

(3) A coating of asphalt compound. 

(4) Two layers of impregnated jute, 
thoroughly filled with asphalt, followed 
with a mica finish. 


A double armored cable generally is 
used where more severe conditions are 
encountered. Typical of these more 
severe conditions are locations where 
the cable will be subjected to exces- 
sive flexing as a result of rough water, 
tidal action, or where the cable passes 
over the rocky areas at the shoreline. 


Here is how a typical double armor 
for a submarine cable is constructed: 


(1) Two layers of impregnated jute 
are applied over the cable sheath. 


(2) Next a layer of galvanized steel 
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wire armor is wrapped around the 


cable. 
(3) A layer of asphalt compound. 


(4) One layer of impregnated jute 
thoroughly filled with asphalt. 


(5) A second 
steel wire armor. 

(6) Two layers of impregnated jute, 
thoroughly filled with asphalt, followed 
with a mica finish. 


(To be continued) 


layer of galvanized 


CASE OF THE HARRIED HIPPOPOTAMUS 


Continued from page 36 


business application) we are able to 
sell more key system service than ever 
before. Using the good quality equip- 
ment available from today’s manufac- 
turers, this service is relatively trouble- 
free and is certainly more lucrative to 
the telephone company and better serv- 
ice for the telephone users. 


Sell Upgrades. I recognize that many 
of us may not be in the position to sell 
upgrades throughout the territory, but 
I do urge you to sell them wherever 
possible. Again, we are facing the in- 
evitable that the small price differen- 
tial between party line service and 
main line service is no longer an eco- 
nomic deterrent. Therefore, whether we 
like it or not, we are going to be called 
upon to provide main line service for 
many more users. In my opinion we 
might just as well jump into this as 
soon as possible and obtain all of the 
available revenue. 

Non-User Campaign. This may 
harken back to the days of the great 
depression but we at Sunland are in- 
augurating a house-to-house solicita- 
tion of premises that do not currently 
have telephones in service. You may 
say that this is impossible during the 
days of blocked-out central offices and 
saturated outside plant. I admit it is 
difficult but I believe that it can be 
done in part of your territory if not 
in all of it. 

The thing we must do, as I see it, is 
to follow the pattern of the electric 
light industry. Some of you will recall 
when there was only one electric light 
in a home located in the center of the 
ceiling in the main room. Today you 
may walk into any room and turn a 
switch and lights go on, not only one 
light to the room, but many lights. 
The day lies in the foreseeable future 
when every room within a house will 
have a telephone and using that phone 
will be as simple as flicking today’s 
electric light switch. 

Package Selling. “Package Selling” 
is a technique whereby the commercial 
office representative and the plant de- 
partment installer do everything possi- 
ble to fill all of the telephone needs of 
a new applicant. If you are not fa- 
miliar with it, talk to the Bell com- 
pany. Properly applied the results of 
package selling can be amazing. 


For example, let’s look at the Sun- 
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land company which started its pack- 
age selling program late in the year 
1956. Comparing the three-month sales 
of certain items in the commercial de- 
partment in the months of March, 
April and May of 1956 with the same 
months of 1957, we find the following: 


1. The sale of directory listings in- 
creased from a three-month total 
of 45 to a total of 161. 


2. The sale of extension telephones 
increased from a three-month to- 
tal of 144 to a total of 178. 


8. The sale of colored telephones in- 
creased from none to a total of 
200. 


4. The sale of spring retractile cords 
increased from a three-month to- 
tal of 113 to a total of 241. 


The above are not all of the items 
sold on a package basis, but certain 
selected ones which demonstrate the 
principle. The annualized revenue for 
three months on the above items in- 











creased from $2,375 in 1956 to $5,490 
in 1957. Thus, for a three-month pe- 
riod, a revenue increase of $3,115 was 
achieved or a 131 per cent increase 
was made as a result of “package sell- 
ing” certain items. 

Let us see what the combination of 
“package selling’ and colored tele- 
phones did to Sunland service connec- 
tion revenues, Comparing the typical 
month of April, with similar station 
turn-over, for the past three years we 
find: 

April 
Service 
Connection 
Year Charges 
1955 (before “Package Selling”) $1,733 
1956 (before “Package Selling”) 1,477 
1957 (after “Package Selling”). 4,239 


Extension of Credit. Every other 
business I know is on a liberal credit 
basis these days and the telephone in- 
dustry needs to examine its credit pol- 
icy and determine where it may liberal- 
ize without detriment. In our company, 
we now take orders for new service 
over the telephone, something we have 
not done previously. 

We then bill all of the installation 
and monthly rental on the first month’s 
bill and will even divide it into multi- 
ples of $20 to be billed over the first 
three months. Our installers will take 











Castings—aluminum for light 
weight 


Safety Brackets—Steel gal- 
vanized 


Nozzle and Piping—brass 
Liquid Line — heavy wall 
plastic tubing 


Liquid Tank—steel galva- 
nized and brass fittings 


Wheel—nylon bearings, self- 
lubricating 
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Leak Detection in Minutes! 


Leak Detector Applicator 


MODEL LD-1 & LD-2 


Both models use highly successful chemical type leak detector. Appli- 

cator's dual nozzle sprays both sides of pressurized cable, giving 100%, 

coverage. Bubble cluster forms around leak within minutes and can be 

clearly seen from the ground. Air pressure bottle in cart supplies regulated 

pressure in solution tank at all times, can be adjusted for different heights. 
write or phone 


G MANUFACTURING CORPORATION 
Box 1309 * New Orleans 10, La. * RAymond 3142 
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Look to SUTTLE for 
Everything in Telephone 
Printing needed by the 
Independent Telephone Co. 





For almost 50 years the Printing 
Department of Suttle Equipment 
Co. has been a leading printer 
of forms and stationery for tele- 
phone companies. Years of spe- 
cialization coupled with the 
proper equipment in Suttle's 
plant enable us to offer you 
printing work tailored exactly 
to your needs — at costs that 
save you money. 

Write about your requirements 


for billing supplies, accounting 
forms or other material. 











—We'll do our best 
to serve you well! 
Serving 


Independent Telephone Men 
Since 1910 
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orders for additional services while 
they are on the premises and these 
charges will be added to the next 
month’s billing. In other words, we 
make it easy to get the service into the 
subscribers’ premises. 

We recognize, naturally, that there 
will be a higher quantity of dollars 
lost in uncollectibles but we are finding 
that the higher volume of revenue off- 
sets the increased losses. Our ratio of 
uncollectibles to gross billing has not 
increased during the past three years. 


Install Public Paystations. No addi- 
tional emphasis is needed from me as 
to the money-making possibilities of in- 
stalling paystations because much has 
been said in our industry press. How- 
ever, let me emphasize a method of 
saving money on paystations currently 
in service. 

Our company used to collect every 
paystation at least once each month 
for billing purposes. We have now in- 
augurated what is called the “skip- 
stop plan.”’ This means that where the 
money box is not vulnerable to theft 
we attempt to collect that station when 
the box is nearly full with coin. As a 
practical matter this resulted in col- 
lecting many of our paystations only 
once in three months. There were three 
direct results from use of the “skip- 
stop plan”: 


(1) The annual number of coin box 
collections declined 45 per cent 
from 2,292 per year to 1,252 per 
year. 

The annual direct wages paid 
for coin collection declined 49 
per cent from $1,075 to $550. 


The annual direct wages for 
clerical preparation of the bill- 
ing declined 70 per cent from 
$888 to $266. 


(2) 


(3) 


It may be that the use of “‘skip-stop 
plan” coin box collection will save 
money for your company. 


Conclusion 


Two hunters were out in the duck 
blind awaiting the very first day of 
duck season. They waited and waited 
but no ducks appeared. Finally in des- 
peration and the need of inner suste- 
nance they broke out the canned bev- 
erages that they had brought with 
them. One of our hunters was strictly 
an orange juice drinker, but the other 
was a consumer of beer. 

As time went on, the ducks still did 
not put in an appearance and the pile 
of orange juice cans on the one side 
and the beer cans on the other side of 
the duck blind became higher and 
higher. 

Suddenly, something was seen in the 
sky. One lone, solitary, single duck 
flew overhead. The orange juice drinker 
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OVERFLOOR DUCT SYSTEMS 
GIVE YOU 


THESE ADVANTAGES 


No fittings are attached to 
office furniture — desks are 

‘| not marred and are free to 
move to new 
any time. 


locations at 


2 


3 


Lowest ramp angle and flat- 
test overall height — to pro- 
vide the most trip-proof race- 
way, and smoother movement 
of equipment on wheels. 


The raceway is capable of 
carrying greater weights 
without losing the mechanical 
grip between base and cover. 


Raceway cover fits positively 
over base—a definite “snap” 
indicates that the cover is 
secure, without any doubt. 


Twistouts in fitting covers 
conform to the raceway — 
there are no unsightly gaps 
that collect dust and grime. 


Fitting covers are easier to 
line up and attach, because 
screws are fastened vertically 
to threaded bushings in base. 


7 


Raceway base and cover 
both fit snugly into fittings 
— a positive stop for each 
assures no slipping at any 
time. 


Bases and covers for race- 
8 ways and fittings are made of 
galvanized steel — for max- 
imum resistance to corrosion. 
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raised his gun, fired and missed. His 
friend raised his gun and fired very 
quickly and down out of the sky came 
the single duck dropping to their feet. 


“Excellent shooting,” complimented 
the orange juice drinker. “Oh, I don’t 
know,” responded his friend. “Out of a 
flock like that I usually get two or 
three.” 


Now I have given you a flock of 
ideas. I hope that you will carry two 
or three of these home with you and 
put them to work. I have suggested 
money-making ideas on: 


Service connection charges 
Directory rates 

Toll settlements 

Directory settlements 
Western Union billing. 
Selling extensions 

Selling color 

Selling key equipment 
Selling upgrades 

Selling to non-users 
Package selling 

Extension of credit 
Skip-stop paystation collection 


Just one more thing remains to be 
done. 


Rudy Rudolf of Ellensberg is re- 
puted to be an excellent golfer. Let me 
tell you of his troubles here two or 
three weeks ago. It seems that Rudy’s 
ball ended up somewhere in the rough 
and when he came to address it he 
found that it rested upon a natural 
tee, a mound of earth. Now, Rudy did 
not realize that this mound of earth 
was actually an ant-hill alive with a 
thriving colony of ants. 


Well, Rudy stood up before the ball, 
planted his feet firmly, took a grip 
upon his club and swung. He missed 
the ball but he succeeded in demolish- 
ing half of the ant-hill and half of its 
inhabitants. 


Again, Rudy addressed the ball, took 
careful aim, swung and once again he 
missed. This time almost all of the 
remaining colony of ants went flying 
into the breeze. There were only two 
ants left with the golf ball perched 
precariously above them. 


Looking up at that golf ball one of 
the remaining ants turned to his friend 
and said, “Charlie, if we are going to 
get out of here alive we’ll have to get 
on the ball.” 

My Independent friends if you and 
I are going to get out of this telephone 
business “alive,” we'll have to get on 
the ball! 

I earlier mentioned a “harried hip- 
popotamus.” Let’s go home now and 
put a “hypo” in this “hippo.” Let’s 
put these money-making ideas to work. 
LETS GET ON THE BALL AND 
SELL OUR TOTAL TELEPHONE 
SERVICE PRODUCT! 
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Florida Company Completes 
Drive-In Sub-Exchange 

Announcement of the first sub-ex- 
change building to be built in Fort 
Myers, Fla., was made recently by J. 
N. Johnson, 
County Telephone & Telegraph Co., 
which serves the city. 


This drive-in-type sub-exchange (see 


cover) also accommodates paystations, | 
which may be increased to four if us- | 
age justifies. The building is located on | 
in North Fort | 
Myers, and, Mr. Johnson states, “we | 7 


the Tamiami Trail 


expect to generate considerable usage 
from both local and transient people.” 
He went on to say: 


“We are hopeful that paystation 
usage will prove good enough that we 
will be warranted in duplicating this 
entire layout for two remaining Fort 
Myers sub-exchanges that will be es- 
tablished next year. ... 


“The ‘Fone Foyer’ idea (TELEPHONY, 
Feb. 23, p. 44) was first employed in 
downtown Fort Myers in the annex to 
our main office and we are happy to 
report that it is a terrific success with 


president of the Inter | 





the average monthly revenues exceed- | 


ing our fondest expectations.” 


Describing the new building, 
Johnson said the space in the tall por- 
tion of the structure is entirely for 
equipment use, while the front or lower 
portion is designed to have space 
eventually for a commercial attendant. 
The dark right hand section is now an 
enclosure, but eventually will be plate 
glass with a drive-in window. 


Mr. | 


Mr. Johnson summed up Inter 
County’s growth, saying: 
“This office will be our 20th ex- | 


change, with five more new exchanges 


including sub-exchanges and commvu- | 
nity dial offices to be established within | 


the next 24 months. 


“Currently our system-wide station 
growth is meeting our expectations and 
it looks like for the fourth year in a 


row we will outgain all other compa- | 


nies in this state from a percentage 
standpoint. 


“At this point it looks like we may 


exceed our 1957 station quota with a | 


net gain of about 6000 telephones for 
the year, which would bring our total 


stations in service to about 36,000... . | 


“The new Naples building ... (and) 
Avon Park and Sebring buildings, all 
of which are under construction, will 
each have a very attractive ‘Fone 
Foyer’ also.” 


Beware of Bureaus 


“It seems to us that the longevity of 
bureaus, and the difficulties in getting 
rid of one once it is started, are worth 
remembering at a time when federal 
government is proposing a whole new 
list of ‘services’ for the public.”— 
EDITORIAL STATEMENT, The Wall Street 
Journal. 





An 8-tier run of Soapstone OCT-0-DUCT provides 
a new telephone link down hard-rock Nob Hill to 
colorful Chinatown in San Francisco. 


YOU CAN ACTUALLY 
SEE SOAPSTONE DUCT 
SAVE YOU MONEY 


Trenchside delivery of Soapstone 
OCT-0-DUCT eliminates field in- 
ventory problems and makes cer- 
tain your duct is at your job when 
you need it. 












OCT-O-DUCT’s convenient 4-foot 
lengths can be quickly installed 
by 2-men crews even in narrow 
and deep trenches. 






OCT-0-DUCT’s exclusive, flat- 
sided design eliminates the need 
for expensive interlayer spacers. 
Duct will not roll. 









OCT-0-DUCT is connected in the 
trench with easy-to-apply circu- 
lar couplings making possible 
fast, rhythmic, production-line in- 
stallation. 


The many time- and work-saving fea- 
tures of Soapstone OCT-O-DUCT and 
full information on the sizes, bends and 
accessories available from this 30-year- 
old Company are contained in our Cata- 
log and Installation Manual. For your 
FREE copies, drop us a note on your 


letterhead. 


SOAPSTONE DUCT COMPANY 


3985 Beach Street, Oakland 8, California 





Distributed in the West by 


MAYDWELL & HARTZELL, INC. 
SAN FRANCISCO, LOS ANGELES, SAN DIEGO, 
PHOENIX, PORTLAND, SEATTLE, SPOKANE 
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Don’t rub 
your fingers 
to the bone 


A PLUG 


IN 30 SECONDS 


, Push-Pull . . . it’s that simple, 
it’s that quick with a ‘Long’ 


plug polisher 
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The “Long” plug polisher 
does an excellent job of 
polishing in just seconds. 


Fits electric 
motor with 
Y2" shaft or 
can be used 
with either 
V4" or Ya" 
electric drill. 
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IMMEDIATE DELIVERY 
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ERFORMING the public relations 
job occasionally calls for an in- 
spired imagination—and the effort 
was marshalled recently by Illinois Bell 
Telephone Co. to “spring”? a sometime 
directory copywriter, Frank Ford, from 


| a tough spot. 


As manager of an Illinois Bell west- 


suburban area near Chicago, Mr. Ford 


once a year turns his attention to copy- 
writing. This year his offerings under 
the heading in the local telephone direc- 
tory, “Useful Information and Items 
of Interest about Brookfield, LaGrange, 
LaGrange Park and Western Springs,” 
slighted the town of Brookfield, accord- 
ing to a caustic, two-column piece by 
a staff writer on the Brookfield Enter- 
prise. 

The Enterprise staffer pointed out: 
“You will note about LaGrange he 
gushes, ‘one of the most attractive resi- 
dential communities in the 
suburban area. . And what of 
Brookfield? Well, look at it: ‘Brook- 
field, located directly east of LaGrange 
between Riverside and LaGrange... .’ 
Like a hunk of week-old bologna be- 
tween two freshly buttered slices of 
bread. . ...” 


Chicago 


This general theme was expanded 
to the length mentioned, and in con- 


clusion the following challenge was 
flung: 
“Come out, you coward, wherever 


you’re hiding! Come out, if you dare, 
and take a good look at Brookfield. Be 


sure you bring some sharp pencils 
and a lot of paper with you because 
we promise you’ll find enough good 


points to fill the whole blamed page 


Illinois Bell Employs Imaginative 
‘Public Relations Approach 


start again. . . . ‘Located east of La 
Grange between Riverside and La 
Grange’... indeed!” 


In the very next issue of the Enter- 
prise, Illinois Bell countered with a 
three-column ad calculated to catch the 
fancy of the townspeople. Dominant 
in the ad was a photo of Mr. Ford 
looking downcast at his typewriter, on 
which appeared a sign saying “For 
sale or rent.” The caption: ‘Frank 
Ford ‘fails’ as copywriter.” Headlines 
proclaimed: 


“Tllinois Bell Manager ‘Turns in His 
Typewriter’ Under Fire of Enterprise 
Article!” 

“Ford Admits Writing ‘Useful In- 
formation and Items of Interest’ In 
Brookfield Telephone Directory.” 


Subheads said: “‘I’ll stick to tele- 
phone administration,’ he promises,” 
and “Frank Ford, Illinois Bell man- 
ager, said today that he is the ‘cul- 
prit?’ who wrote the description of 
Brookfield on the first page of the yel- 
low section of our new telephone di- 
rectory.” 

Following is his letter to the Enter- 
prise: 


Mr. Elmer Johnson, Editor 
The Brookfield Enterprise 
Brookfield, Illinois 


Dear Mr. Johnson: 


I have noted your article of August 
14 attacking my ability as a copy- 
writer. 

If you think for one minute my face 
is red... 


Well, you’re ABSOLUTELY RIGHT! 





next year when your copywriting duties As a copywriter, I make a pretty 
1957 Convention Calendar 
Association Date City Hotel 
Rocky Mountain Sept. 18, 19 and 20 Salt Lake City, 
Utah Utah 
West Virginia Sept. 30 and Oct. 1 Davis Blackwater Lodge 
North Carolina Oct. 3 and 4 Pinehurst Carolina 


USITA (Annual 


* Joint Conventions 





convention) Oct. 14, 15 and 16 
Virginia Oct. 24 and 25 
South Carolina Nov. 4 and 5 
Alabama- 

Mississippi* Nov. 11 and 12 
Georgia Nov. 13 and 14 
Oklahoma Nov. 21 and 22 
Florida Dec. 2 and 3 


Chicago Conrad Hilton 


Roanoke Roanoke 

Clemson Clemson House 
Birmingham Thomas Jefferson 
Savannah General Oglethorpe 
Oklahoma City Huckins 

Miami Beach Balmoral 
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New Catalog No. 451 Protector 


Whether the need for a single pair lightning and static drainage 
unit is scattered or highly localized is best known to the folks 
who operate the telephone plant. 


The term “‘buffer’’ has been used to describe such a protective 
unit and the term seems to be well suited to Reliable’s new 
Catalog Number 451. Its function is to drain lightning and static 
discharges from open wires that are connected to cable and 
reduce the voltage at the cable junction. 


The new unit protects protected cable terminals and will per- 
form in front of unprotected terminals. It is also protection for 
loud speakers, coils, filters and such. 

Here again Reliable engineers have studied both cause and 
effect and have designed a protector to take care of a problem 
that is recognized throughout the Communications Field. 


1) 60 rears or [MF 
N) INDEPENDENT P] 
TELEPHONY 17] 


RELIABLE ELECTRIC CO. + CHICAGO 
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THIS CHANCE 
ALL THE FEATURES 
®@ Well-balanced, easy-to-grip 


handle. . . operates from either 
side 





© ‘Free-wheeling’’ for ease 
in hooking to load... auto- 
matic locking control prevents 
accidental dropping of load 


©@ Half link and full link 
take-up for accuracy and speed 





ONE TON 
CAPACITY 1 


a-B- CHANCE CO: 


=3. 


CENTRALIA, MISSOURI ¢ SAN FRANCISCO, CALIFORNIA 


Linemen call 
thig hoiet 
a HONEY 


Designed especially for line work 


Here’s a strong, fast-operating, light-weight 
hoist (12 pounds) with a flexible steel load 
chain that won’t kink, bind or uncouple. 
Controls can be worked without removing 
gloves. It’s rated to lift a one-ton load and 
it’s tested to 3000 pounds. 


HOIST HAS 
LINEMEN WANT 


© Easy working swivel hooks 
on both chain and hoist housing 


© Permanently lubricated oil- 
ite bearings 


© All working parts fully en- 
closed in the housing to pre- 
vent injury to fingers. 
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TAKE A BIG step TowARD SAFETY 
WITH DUO-SAFETY LADDERS 










MAINTENANCE WORK! 


ders ideal for telephone maintenance work. 


accordance with safety regulations. 
growth hickory, reinforced with 


Safety's famous Safety Shoes. Made with either 
straight or parallel side rails, Type D is available in 
one, two or three sections — in a large variety of 

sizes. Write for free catalog on all Duo-Safety 

ladders. 


IMMEDIATE DELIVERIES! 


Duo-Safety ladders will be shipped immediately 
upon receipt of order! A planned stock-piling 
program assures really fast action — there's no 
delay the Duo-Safety way! 


For Information, Contact Your Supply House, or 


DUO-SAFETY LADDER CORP. 
809 Ninth Street e« Oshkosh, Wisconsin 


Mies 





... CUSTOM DESIGNED FOR TELEPHONE 


Here's one fine example of the many Duo-Safety lad- 


Type D — a truly great extension ladder built in strict 
Rungs are second 
steel rods and 

equipped with special automatic .locks and Duo- 


TYPE 
D2 


| good telephone manager. 





True, I turn 
a poor adjective—but adjectives are 
hardly the tools of the telephone trade, 

So, Mr. Johnson, I resign my once- 
a-year job as a copywriter. I didn’t 
like the work, anyway. I resign fully 
confident that the assignment will be 
carried out the way it oe be ~by 





an expert on adjectives YOU, 
if you'll accept the eee 
If you do accept, please have the 


copy in my hands by May 1, 1958. 
Prepare it double-spaced on one side of 
the page. 

Your compensation will be an auto- 
graphed (by me) copy of the 1958 
directory and the thanks of Mr. Eash 
(the mayor) and all the other good 
people of Brookfield. 

And My Thanks, Too 
Frank Ford, Manager 
Illinois Bell Telephone Co. 


P.S. Please let me know when it’s 
safe to come out of hiding! 
Obituary 

CHARLES S, RHOADS, 58, general 

| manager and vice president of the 


| Conestoga Telephone & Telegraph Co., 


Birdsboro, Pa., died at his 
Amityville, Pa., recently. 

Mr. Rhoads was the 
Amity Mfg. Co. 
out in 1943. 

He was born in Amityville, and was 
graduated from Amity High School in 
1917, later attending Perkiomen Pre- 
paratory School in Pennsburg. 

In 1944, he became associated with 
the Conestoga Telephone company and 
served in an administrative capacity. 
In 1953, he was made general manager 
and vice president, a position he held 
until his death. 

He also served as a director of the 
National Bank & Trust Co. of Boyer- 
town. 


home in 


of the 
He sold 


founder 
in Amityville. 


He is survived by his wife, Minnie; 
stationed with the 
and a 
of Boyer- 


a son, Ronald W., 
U. S. Army in Philadelphia, 
brother, Walton S. Rhoads, 
town. 
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LeFT PHotro: On deck for General Telephone Directory Co.’s first supervisors’ training’ conference are (front row) Max 
Gudowski, Alvin Goddard, Jack Williams, John Scircle, William Spradling, Mel Hauser, Arvel Phillips, Bruce Ebersviller, Wil- 
liam Koenig. (Second row) George Meinsohn, Warren Rolph, Ken Elliott, Duncan Price, Calvin Breeding, Joe Scully, Paul 
Gadbois, Stan Randle. (Last row) E. F. Lawman, Carl Ferguson, Leland Cottin, Robert Whitehead, Roland Beard and Blaine 
Ward. Ricut PuHorto: Supervisors attending the second session of the training conference include: (front row) Duncan Price, 
Harold Verucchi, Earl Stimson, Lester Barton, Richard Hickman, Marvin Koehler, Earl Fox, Charles Nestor, Eric Erickson. 
(Second row) Ray Drenth, Ted Mertens, Blaine Ward, William Lyons, Mel Dikis, Roland Beard, Richard Golden, Don 


Thoms, William Goodwin. 


General Directory Sponsors 


Supervisors Conference 
General Telephone Directory Co., Des 
Plaines, Ill., recently sponsored its 
first supervisors’ training conference. 
Thirty-one supervisors from all sec- 
tions of the country participated in 
either the first or second of the two 
week-long programs held at the Or- 
rington Hotel in Evanston. Also attend- 
ing were three representatives of the 


One Man 
Working Alone 
Can Identify 
Non-Working 
Cable Pairs 


3 Times Faster 


Than 2 Men 
Working Together 
If He Uses 

The Murphy 
ONE-MAN 

Cable Tester 





it 


MURPH 
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,*VELOPMENT A 
ENGINEERING “LAB 


_ 4419 TULSA ° 


Dominion Directory Co. in Vancouver, 


B. C. 


The conference had as its immediate 
goal intensive leadership training for 
General Directory supervisors. It was 
also designed as the base on which a 
new company-wide sales training pro- 
gram has been planned. 


In speaking to the men, President 
Wesley Loomis III outlined the char- 
acteristics of a successful supervisor. 








all over the world. 


TORIES, Inc. 


Save time ... money... manpower 
with Murphy One-Man Cable Tester. Thousands are 
already in use by progressive telephone companies 


Said he in part: 

“In the past too often sales organiza- 
tions promoted a salesman to the posi- 
tion of supervisor because of his out- 
standing sales results. Sales ability and 
sales results were the only factors con- 
sidered in promotions. Today our sales 
organizations have become more com- 
plex. 

“All of us appreciate a ‘star’ sales- 
man, a rugged individualist, a_ top- 


MURPHY 


One-Man Cable 


Tester 


Model TTB 
in VP Bag 


MANY NEW PRODUCTS IN DEVELOPMENT STAGE 
Murphy Engineering Laboratories are working 
on a wide variety of new products that will 
help you save vital manhours. If you 
would like to keep informed about these 


products send your name and address to our 


office and we'll put you on our mailing list. 


HOUSTON, TEXAS 
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THE THRILL THAT 
ro} 15 aictele] om tele) 5. 
CAN GIVE 


It’s a pleasure to use good tools 
—pliers that grip tight . . . that 
cut through tough wire easily... 
that reach confined spaces. 

Linemen and electricians 
know that they can rely on their 
Kleins—side cutters, long nose, 
oblique cutters—famous for 
quality for a century. 

There is a Klein Plier exactly 
suited to every electrical need— 
carried in stock by better elec- 
trical suppliers everywhere. 


100 years of service to 
linemen, electricians 
and industry is back 
of this new Pocket 
Tool Guide No. 100. 
A copy will be sent 
to you on_ request, 
without obligation. 


Mathias KLEIN & Sons 


CHICAGO 45, ILLINOIS 





1200 McCORMICK ROAD » 








| been achieved 


| and is 
| striven for as a thing apart. A good 


, notcher. But the selection of a super- 


KLEIN 


| human relationships. This is something 


visor today does not depend entirely on 
natural sales ability. He must possess 
leadership characteristics that will 
qualify him to lead men, to plan, to 
organize and to follow through. 


“A second important characteristic 
of today’s supervisor is his skill in 


that is inherent in effective leadership 
something which cannot be 


leader simply treats people like peo- 
ple, or as my father suggested, ‘Do 
unto others as they would like done 
unto them.’ ” 


Because of the desire to give all the 
supervisors full opportunity to share 
in the experience exchanges and the 
problem solving sessions, two programs 
were scheduled to permit small groups. 


Blaine Ward, sales training super- 


| visor, planned the conference with the 
| assistance of both the 


field sales or- 
ganization and the headquarters staff. 


Semiconductor Diode Offers 
Gain As Converter 
Useful amplification in a semicon- 


| ductor diode converter stage has been 
| proven feasible by scientists at Bell 


Telephone Laboratories. Working with 


| gold-bonded germanium diodes and with 


diffused P-N junction silicon diodes, 


| A. Uhlir Jr. and A. E. Bakanowski of 


Bell Laboratories have achieved signi- 
ficant amounts of gain both in up- 
converter and down-converter stages. 


Most promising results to date have 
been obtained with the up-converter, 


| in which a low frequency is converted 


to a higher frequency. 

Gains as high as 6 db with adequate 
bandwidth for most applications have 
with gold-bonded ger- 


| manium diodes when converting from 


75 me to 6000 me. Such a converter 














ot Ror 


“It's here, son, that we gradually get a 








wan over his fear of heights!” 





stage is useful as a modulator fo: a 
microwave transmitter. 


These up-converter amplifiers are es- 
sentially unilateral—that is, they do 
not amplify in the reverse direction 
and so an amplifier stage employing 
such a converter is very stable. 


Using the diffusion process which 
was developed at Bell Laboratories, 
diffused silicon P-N diodes have been 
made which exhibit conversion gain 
and are usable at higher temperatures 
than germanium diodes. 


An outstanding feature of the up- 
converter diodes is that they can be 
made with relatively large active areas, 
thus greatly increasing their power- 
handling capacity over that of 
ventional point-contact converters. 


con- 


The new TH microwave radio relay 
system recently announced by Bell Lab- 
oratories employs gold-bonded germa- 
nium diode up-converters. One appli- 
cation is the transmitting modulator, 
used to convert the intermediate fre- 
quency (60 to 90 mc) to the frequency 
of the final output (various frequencies 
in the 6 kmc common carrier band). 
This stage is operated at zero gain in 
order to provide the required band- 
width (10 me £0.05 db). 

Other up-converter stages combine 
amplified harmonics of a highly stable 
crystal oscillator to give the various 
desired carrier frequencies in the 5925 
to 6425 me band. In this applica- 
tion, up to 10 db of gain is realized 
since bandwidth is not a problem. 


These uses represent the first prac- 
tical applications of diode converters 
in which there is no loss of signal in 
the converter stage. 

Conversion gains as high as 45 db 
have been achieved in down-converters 
using diffused silicon diodes. 


Also, M. E. Hines has demonstrated 
a negative-resistance diode amplifier 
operating at 6000 mc. 

Such amplifiers and down-convertei's 
in general are regenerative; that is, 
there is poor isolation between input 
and output. In the past this has limited 
their usefulness, but the availability 
of non-reciprocal ferrite devices may 
improve considerably the feasibility of 
regenerative operation of diode ampli- 
fiers and amplifying down-converters. 


Flexibility Built In 


“Tf our forefathers had tried to 
freeze our way of life into the primi- 
tive patterns of 1776, the whole glori- 
ous story of American Independence 
would today be no more than a tragic 
paragraph on some forgotten page of 
history.,—-BENJAMIN F. FAIRLESS, 
former chairman of the board, United 
States Steel Corp. 
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Up to 30% savings in strand... 
= with PLP Guy-Grip Dead-Ends 


‘tei's 
; 
— Guy-Grip dead-ends. Because they eliminate 
lite 
ility strand looping, you can use shorter, straight lengths 
may 
y of 
npli- savings in strand per guy. What’s more, the 


>rs. 


You will find real guying economy with PLP 


AS MUCH AS 12’ SAVINGS PER GUY 


of guy strand. This means as much as 12 feet 
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finished installation is neat, streamlined, efficient. 


PX-BO . 
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e of 5349 ST. CLAIR AVENUE ° CLEVELAND 3, OHIO 
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Made in accordance with or for use under U. S. Patent No. 2,761,273; other patents issued and pending. 
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FOR OVER 30 YEARS 








TOOLS OF SAFETY... 






BASHLIN Quality Body 
Belts with the additional 
Nylon Safety Feature... 


Work Safely . . . Com- 
fortably . . . with tools 
in easy reach. 


BASHLIN Quality 
Alcoa Aluminum 
Alloy Adjustable 
Climbers with re- 
placeable gaffs 
... There is nothing better anywhere! 


BASHLIN'S Nylon and leather Safety 
Straps ... Bashlin Quality, of course. 


You Can't Afford Anything 
LESS Than the BEST— 


Sag BASHLIN 
Highest Quality For Over 30 Years 
Distributors in Strategic Areas in U.S.A, 


Export: Copperweld Steel International Co. 
In Canapa: A. B. Chance Co. of Canada Ltd., 


Toronto 





Ask for... 
CATALOG NO. 156 


W.M. BASHLIN C0. 


GROVE CITY, PA. 
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| ton, 


| community serv- 
| ice. 


Herman E. Hage- 
man (left), presi- 
dent of Lorain 
Telephone Co. 
and Lorain County 
Radio Corp., re- 
ceives a scroll 
from Kiwanis 
Club chairman, 
Rev. John H. Hus- 
citing him 
for conscientious 





Ohio Independent Executive 
Receives Kiwanis Citation 


LORAIN, O., telephone executive 

received an unusual accolade 

from the Kiwanis Club of that 
city, reading in part as follows: 


“The Lorain Kiwanis Club this day 
honors Herman E. Hageman as one 
who makes Lorain a good place in 
which to live.’ 


Presented in the form of a scroll to 
Mr. Hageman, president of the Lorain 
Telephone Co., the manuscript cited his 
association with the company for more 
than 50 years; the company’s early 
adoption of better techniques of teleph- 
ony such as automatic dial service; 
underground cable; toll-free metropoli- 
tan service to the company’s five ex- 
change areas; direct distance dialing; 
and innovation of ship-to-shore radio- 
telephone communication on the Great 
Lakes. 


The president of the Lorain Tele- 
phone Co. has never been one to sit 
back and rest on past accomplishments. 
Mr. Hageman has put Lorain Telephone 
in the vanguard of every telephone ad- 
vancement: 


In 1917 the company introduced dial 
service. 


In 1935 the biggest exchange, Lorain, 
was completely converted to under- 
ground cable. 


In 1945, IBM toll and exchange 
service billing was initiated. 


In 1949 Lorain adopted operator toll 
dialing of long distance calls. 

In 1952 Metropolitan service (direct 
dialing to all five exchanges in the 33- 
mile wide territory) was instituted, and 
toll charges between these exchanges 
discontinued. 


In 1956 nationwide direct distance 
dialing was introduced, with more than 
2,200 exchanges now dialable. 

In 1957 a microwave tower 150 feet 
high began beaming radio “circuits” 
from Lorain to its Avon Lake exchange. 
The tower at the main exchange can 
reach any point in the company’s ter- 
ritory—so designed to permit system- 
wide use. 

The company has grown from 7,303 
stations in 1935, with an annual gross 
revenue of $278,000, to more than 
35,000 stations today, with annual gross 
revenue of $2,529,000 for 1956. 

Thirteen buildings of brick or stone 
construction house 100 per cent auto- 
matic equipment. A large garage and 
warehouse permits a large inventory 
of plant equipment. 

In an industrial area where the big- 
gest employer is the National Tube Di- 
vision of the U. S. Steel Co., with over 
10,000 employes, Lorain Telephone has 
had to “think big” and “act big.” In 
the six-year period from 1950 to 1956 
plant expenditures amounted to $6,000,- 
000. 


Mr. Hageman is also president of 
The Lorain County Radio Corp., which 
furnishes ship-to-shore radio-telephone 
service to the large vessels on the Great 
Lakes. The radio company operates 
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JUST OFF THE PRESS! 
A NEW EASY-TO-READ 


TRAINING 
BOOK 


ABC OF THE TELEPHONE 
— VOLUME THREE —re- 
printed from the popular 
series by Frank E. Lee, cur- 
rently appearing in TE- 
LEPHONY, is off the press 


and ready to be mailed to 








you. 





ABC VOLUME THREE HAS 31 INFORMATIVE 
ARTICLES COVERING— 

Storage Batteries, Metallic Rectifiers, Electronic Tubes, Multiple 
Line Key Equipment, Community Dial Offices, How to Read 
Circuit Drawings, and many other important topics. 


Thousands of ABC Books are being used every 
day by large and small telephone companies 
all over the world. 


VOLUME II INCLUDES: 


Installation and Maintenance 
of Sub-Station Protection, 


VOLUME | COVERS: 


Basic Circuits, Transmitters, 
Receivers, Induction Coils, 





Generators, Ringers, Relays, Station Wire Installation, 
Line Protection, Dials, Auto- Subscriber Station Installa- 
matic Switching, Principles tion, Fault Locating, Relay 
of Protection, Drop Wire In- Circuit Analysis, Loading 
stallation. | Coil Theory. 

21 CHAPTERS. | 20 CHAPTERS. 


Every telephone man should have the com- 
plete ABC Series. 284 (8%x11) pages in the 
three volumes — 72 Chapters — hundreds of 
illustrations. This is the big telephone train- 
ing value. 


Order any volume separately or combine your requirements to 
take advantage of the lower quantity prices shown on this 
schedule. 


No. OF COPIES VOL. | VOL. II VOL. Ill 
I— __—s5 copies $1.50 ea. $1.50 ea. $2.50 ea. 
6— 25 copies 1.35 ea. 1.35 ea. 2.25 ea. 
26— 50 copies 1.20 ea. 1.20 ea. 2.00 ea. 
51— 500 copies 1.05 ea. 1.05 ea. 1.75 ea. 

50!1—1000 copies 95 ea. 95 ea. 1.60 ea. 


Frank E. Lee, Publisher 
1751—183rd Street 
USE THIS COUPON—ORDER NOW 


Homewood, Illinois 


Frank E. Lee, Publisher, 1751—1I83rd St., Homewood, Illinois 
PLEASE SEND THE FOLLOWING COPIES: 


a VOL. Il er 





Name 


Company. DEPARTMENT OF 
BUFFALO AND ERIE COUNTY PUBLIC LIBRAR’ 
Street__ 
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EAST <€ 


YOU WILL SEE OUR 
OPERATIONS NATIONWIDE 
AND WORLDWIDE 


Alaska 
Antiqua 
Azores 


Bahama Islands 


Brazil 


British Guiana 





SOUTH 


As you travel 


Iceland 


North Africa 
Panama 


Puerto Rico 
St. Lucia, B.W.l. 


Dominican Republic Spain 


Dutch Guiana 


Germany 


Greenland 


GUSTAV HIRSCH 
ORGANIZATION, INC. 


Electrical Engineers & Contractors 


All over the World 


> WEST 


Philippine Islands 


Trinidad, B.W.1. 
United States 
Virgin Islands 
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LINEMEN 
AT WORK 


@rapoO GALVANIZED 
GUY & MESSENGER STRAND 


Positive strength and durability econo- 
mies, combined with the superior quali- 
ties of steel, make @rapo Galvanized 
Steel Strand a rugged performer. The 
heavy, ductile, tightly-adherent galvan- 
ized coating — applied by the famous 
@Crapo Process — provides dependable 
protection for the steel, prolongs the 


expectant life of the strand. There is a 
size and grade of @rapo Galvanized 
need. 


Strand for every practical 


STEEL & WIRE 4 ANY, 
Muncie, Indiana 


Yours FREE / 
NEW Portfolio 





IN LINE 
CLEARANCE 


Shows you cutaway color drawings 
of the Fitchburg Chipper, complete 
specifications, safety features, let- 
ters from users. 


Mail coupon for your copy today! 


| FITCHBURC FE NCINEERING CORPORATION | 
Fitchburg, Mass., Dept. T-97 
Send your free portfolio CHIPPER TALK ; 
i Name. 
ey 
B Adaress AND enxie 
City. State. 
ee A A A A ES a 
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A 150-foot microwave tower (not shown) rises above the Lorain Telephone Co. 
main building shown here. 


shore stations at Lorain, Geneva, Port 
Washington and Duluth. It also builds 
8-channel AM and 8-channel FM radio- 
Nearly 
with Lorain 


telephones, and services them. 
300 


sets. 


ships are equipped 
A number of Lorain-built radio- 
telephones are also in use in land in- 
stallations, such as the Cleveland Elec- 
tric Illuminating Co. system which 
serves a fleet of 1400 mobile telephone- 


equipped vehicles. 


The Lorain Telephone Co.’s territory 
is experiencing a continuing rapid rate 
of growth. One of the outstanding new 
industries in the area is the Ford Mo- 
tor Co.’s new plant in Brownhelm, 
which will employ about 4,500 people. 
Residential growth is booming, likewise. 


Bounded on the north by Lake Erie, 
the territory has a good harbor at 
Lorain. On the south, the Ohio Turn- 
pike is only 5 or 6 miles distant. On 
the east are the western suburbs of 
Cleveland, served by the Ohio Bell Tele- 
phone Co. On the west, the company 
is bordered by the Northern Ohio Tele- 
phone Co., and on the south, principally 
by the Elyria Telephone Co. 


Evidence of Herman Hageman’s suc- 
cess as a telephone man lies in the 
closing words of the scroll presented 
to him by the Lorain Kiwanis Club: 


“Exponent of good public 
‘ conscientious community 
rT Bryn RY e farm lad 
rus RY churchman, 
Friend.” 


relations 
service; 
university 
useful citizen and 
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Company Strength 

“In the long run, a company that 
earns a reasonable profit can do a 
better job at a lower price than a com- 





TELE-MUFF Jr. 


The Head Set Ear Cushion 
Designed Especially for 
Switchboard Operators 


Made of Soft Pliable 
Vinyl Foam 


@ Easy on Ear 
@ Inexpensive 
® Attractive 


Write for Details 


Thanks for your splendid re- 
sponse. All orders being 
shipped promptly. 


TELE-MUFF CO. 


Box 832 
San Fernando, Calif. 
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pany that only struggles through on 
meager profits. The telephone business 
is no exception.” —J. D. PORTER, assist- 
ant vice president of revenue require- 
ments, Southern Bell Telephone & Tele- 
graph Co. 


SW States Shows New 
General Offices 


The Southwestern States Telephone 
Co. opened the doors of its new gen- 
eral office building in Brownwood, Tex., 
for public inspection recently. More 
than 2,000 persons toured the new offi- 
ces. : 

Dedication program for the _ build- 
ing is planned for early this fall, D. 
T. Strickland, vice president and gen- 
eral manager, has announced. 

General office employes moved to the 
new building late in June. The build- 
ing, of modern, functional design, was 
completed at a cost of more than $300,- 
000. 


Located on a five-acre tract on 
Brownwood’s south side, the attractive 
new building houses all of the com- 
pany’s general offices, except the ac- 
counting department which is located 
in downtown Brownwood. Space has 
been allocated on the new general office 
plot for the future construction of an- 
other building which will house the 
accounting department. 

Constructed of steel, brick and plate 
glass, the single-story structure of 
approximately 20,000 square feet of 
floor space is year-around air condi- 
tioned. The building is of U-shape de- 
sign, with a covered walkway con- 
necting the ends of the two wings at 
the front of the building. A green 
garden, complete with fountain and 
lily pond, is located in the center, with 
most of the offices opening on the 
garden. 


At the rear center of the building is 











PLEASE STOP CALLING THEM 
a OUR FEATHERED FRIENDS" 
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ALPHADUCT 





clamp adhesion test 





P clamps are the most widely used method of attaching drop 
wire to buildings. Lest you may worry about a P clamp causing 
slipping of the insulation or jacket on Alphaduct Neoprene 
Jacketed Drop Wire — read about this Alphaduct service test. 
This test is made daily. 


A sample of Alphaduct wire is inserted in a P clamp with 
12 inches of the wire projecting from the top of the clamp. 
The bail of the clamp is then inserted in the upper jaws of a 
tensile testing machine, and the end of the wire is stripped free 
of jacket and insulation and inserted in the other end of the 
machine. 


Thg jaws of the machine are then gradually separated until 
the conductor breaks. The conductor must break before there 
is ANY slipping of either the jacket or the insulation. 


Don’t have any worries about a little old P clamp hurting 
ALPHADUCT drop wire. Try Alphaduct. It’s dated by a color 
coded thread so you can see for yourself how long it lasts, 
how much money it saves. 


ALPHADUCT wine ano cabte COMPANY - NEW BRUNSWICK, W. J 


NATIONAL DISTRIBUTORS * AUTOMATIC ELECTRIC SALES CORP., NORTHLAKE, ILL. 
LEICH SALES CORPORATION, CHICAGO, ILLINOIS 

REGIONAL DISTRIBUTORS * PANKEY SUPPLY CO., CHARLOTTESVILLE, VA. 
THE LINDSAY TELEPHONE SUPPLY CO., CLEVELAND, OHIO 
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attracts the eye day or night, 
promotes more revenue. Color- 
ful, clean, sturdy—the BN Booth 
is best for you, too! 


Consult your distributor or write direct 
for folder. . . Benner-Nawman, Inc., 
3421 Hollis Street, Oakland 8, California. 


a B-N booth isa busy booth! 


NATCO 


CLAY CONDUIT 


Costs less in 
the long run 


lei itll 
QUALITY 
CLAY PRODUCTS 
SINCE 1880 


The proved and 
standard protection 
for Underground Telephone Cables. 


Highest quality and full line of shapes. 


NATCO CORPORATION 


327 Fifth Avenue, Pittsburgh 22, Pa. 





Architect’s drawing gives aerial perspective of the new general office building of 


The Southwestern States Telephone Co. in Brownwood, Tex. 


right center. 


Covered walk joins wings of building at front. 


Main entrance is at 
Building at rear 


houses plant training school, records storage, and car pool for storage of eight 


company automobiles. 


an attractive coffee shop, separated 
from the garden by a plate glass wall. 
This restful spot provides relief-period 
snacks and light lunches for employes. 
Each department of the general office 
has separate quarters, with a private 
office for the department head. De- 
partmental offices are well lighted, us- 
ing recessed fluorescent fixtures. Large 
plate glass windows permit a _ blend- 
ing of natural and fluorescent light. 
Ceilings throughout the building are 
of synthetic fibre-glass. Floors are of 
asphalt tile, except in private offices, 


where floors are carpeted. Walls are 
a pleasing combination of plaster and 
natural brick, with plastered walls done 
in attractive decorator colors. 

Located at the rear of the main build- 
ing is a separate structure which 
houses the company’s plant training 
school and a records storage room. Ad- 
joining this building is a motor pool 
section for storage of eight automobiles. 

Parking lots—located on each side of 
the building, will accommodate a total 
of about 130 cars. 


The new general office building for 





The private office of D. T. Strickland, vice president and general manager of the 
Southwestern States company, in the new general office. 
that of C. H. Loveland, company president, of San Francisco, Cal. 
scheme is a variety of warm brown tones. 


Portrait on back wall is 


Office color 
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INSPECTION SERVICE AT 
TIMBER TREATING PLANTS 


Of poles, crossarms, and preservative treat- 
ments. Analyses of wood reservatives. 
Consuiting and specification writing. 
inspectors stationed throughout U.S.A. 
A.W.WILLIAMS INSPECTION CO., INC. 
MOBILE, ALABAMA 











CABANISS-POGUE COMPANY 


Consulting Engineers 


Appraisals—Cost and Rate Studies 
Financial Assistance 


GRANT BLDG., ATLANTA, GEORGIA 














CARL C. CRANE, INC. 


Consulting Engineers 
2702 Monroe Street, Madison 5, Wis. 
Telephone CEdar 3-4210 








ENGINEERING ASSOCIATES, INC. 
Consulting Engineers 
79 W. PEACHTREE PLACE, N. W. 


ATLANTA, GEORGIA 
TELEPHONE: JAckson 3-5925 











McGRATH 
ENGINEERING, INC. 
Consulting Engineers 


209 West 6th Street 
TOPEKA, KANSAS 


Telephone 2-2358 














SLOAN, COOK & LOWE 
CONSULTING ENGINEERS 
Appraisals—Original Cost Studies 
Plant, Traffic and Commercial 
Engineering 

120 S. La Salle St. 
Chicago 3, Ill. Tel: FRanklin 2-5924 
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| towns in Arkansas, 


Southwestern States is designed to ac- 


| commodate the company’s growth for 
| the next five years. 


Remodeling of the company’s old gen- 


| eral office building in downtown Brown- 
| wood is now under way. 
pletion, the building will house West 


Upon com- 


Texas division 


offices, Brownwood’s 


| local office, and the switchboard oper- 
| ating 


room for the 
change. 


Brownwood ex- 


Re-arrangement of these offices will 
provide additional equipment room for 


the Brownwood exchange, necessary for 
placing this area on Direct 


Distance 
Dialing (DDD). 

The Southwestern States Telephone 
Co. operates exchanges in some 170 
Louisiana, Okla- 
homa, and Texas. 


Stresses Tremendous 
Cost of Accidents 


The Nebraska Telephone Associa- 


| tion’s Aug. 28 News Letter observed: 
| “The average person has no conception 


of what accidents cost.” 


To emphasize the idea that accident 
prevention does pay, the association 


| letter went on to say: 


“According to the Institute for Safer 
Living, the total cost of all accidents in 
the United States last year was 10 
billion 800 million dollars. 


This figure is equal to the net in- 
come of the 135 largest railroads, utili- 
ties and corporations in the country. 
It exceeds the total expenditure of the 
U. S. Navy for 1955. 


“It would have clothed every man, 
woman and child in the nation in 1956. 
It would have built one million new 


| single-family homes, figuring the aver- 
| age cost at $10,800. 


cilities for 


It would build 300,000 Class A new 
schoolrooms which would provide fa- 
an additional 9 million 
youngsters. It is enough to provide all 
three shots of Salk vaccine for every 
person in the world. 

It is equal to the total number of 
dollars in social security benefits paid 
in 1953, 1954, and 1955. It represents 
sufficient funds to construct 2,000 new 
300-bed hospitals.” 


HARRIS-McBURNEY CO. 
PUBLIC UTILITY CONSTRUCTION 


A complete construction service for the 


telephone industry 


Construction Crews Engineering 


Station Installers Appraisals & Reports 


Cable Splicers C. O. Installation 


Underground Duct Systems 


Telephone ST 4-6126 


P. O. Box 267 Jackson, Michigan 








Construction Crews Station Installers 
Central Office Installations 
Cable Splicers Complete Engineering 


HENKELS & McCOY 


6100 North 20th Street Philadelphia, Pa. 
Now Operating in 30 States 
OFFICES LOCATED AT 


, DR ovccccncccceece Tel. 2-5650 
PR, TED ccccccccccccceses Tel. 3-7543 
Lansing, Michigan ........... Tel. 1V-5-7642 
he iy BEE cccccccescece Tel. 4-7360 
Erie, Pennsylvania ............-. Tel. 2-4300 
Sumter, South Carolina...... Tel. HO-9-3332 
Bemee, FISTS cccccccccsccs Tel. MA-9-1284 


PERFORMANCE Has Built Our Business 








ATLANTIC 


Creosoting Co., Inc., 17 Battery Pl., N. Y. C. 
Creosoted Pine Poles @ Crossarms 


PLANTS AND OFFICES 


Boston, Mass. Portsmouth, Va. 
New York, N. Y. Philadelphia, Pa. 
Savannah, Ga. 











L. D. McFARLAND COMPANY 


Box 390 ©@ Sandpoint, Idaho 


WESTERN RED CEDAR, DOUGLAS FIR, 
WESTERN LARCH AND LODGEPOLE 
PINE. CREOSOTE AND PENTA BUTT 
OR FULL-LENGTH TREATED POLES. 











POLES 








B. J. Carney & Co., 100 N. 7th St., 
Minneapolis, Minn.—Western red cedar 
poles. Pentrex Butt Treated or Plain. 








Cascade Pole Co., P.O. Box 743, Ta- 
coma, Wash. —Creosoted Douglas Fir 
and Cedar Poles, 








Cc. M. Christiansen Co.—Northern 
White Cedar Poles, Pentachlorophenol 
treated, Plant and Yards, Phelps, Wis. 








Dierks Forests, Inc. (formerly Dierks 
Lumber & Coal Co.) Wood Preserving 
Division, 810 Whittington Ave., Hot 
Springs, Arkansas. Southern Pine select 
poles, all sizes and lengths, creosote 
and penta-pressure treated. Prompt 
shipment, 








Eppinger & Russell Co., 80—8th Av- 
enue, New York 11, N. Y.—Creosoted 
Poles and Cross Arms. Plants: Jackson- 
ville, Fla., Norfolk, Va., Eddington, Pa. 








International Creosoting and Construc- 
tion Co., Galveston, Texas.—Creosoted 
Southern Yellow Pine Poles. Plants 
Beaumont and Texarkana, Texas. 








international Paper Co., Long Bell Di- 
vision, 926 Grand Ave., Kansas City, Mo. 

-Pressure-treated Southern Pine and 
Douglas Fir Poles. Creosote and Penta 
preservatives. 











Montana Pole & Treating Plant—Box 
2004, Butte, Montana. Penta-Pressure 
treated Lodgepole Pine and Western 
Larch Poles. Inquiries invited. 








Texas Creosoting Company—512 Main 
Street, Orange, Texas—Creosoted South- 
ern Yellow Pine and Douglas F'ir Poles. 
Can also treat with ‘‘Penta.”’ 
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CLASSIFIED SECTION 


Rates 15 cents per word payable in advance. Minimum charge $3.00 for 20 words or less. 
Classified advertisements must reach us 8 days before publication date. 





HELP WANTED 


ROCKWELL CO-OP TELEPHONE 
EXCHANGE desires dual 
manager-technician immediately. 





Con- 


Excellent opportunity for young man. 
Nice house available. 
Rockwell, Ia. 


“WANTED: Telephone Installers, 
Installers. 


pany, 1507 South 6th St., 


Paducah, 
Kentucky. Telephone 2-4623. 





purpose | 


HELP WANTED 


~ ACCOUNTANT—college trained. 
Experienced. Familiar with uniform 


| system of accounts. Two-year contract, 
verting system of 750 stations to dial. | 


Write Box 534, | 


CABLE SPLICERS, Station Install- | 


ers, Equipment Installers, Linemen. 
Experienced men needed. Steady work, 


| of 300 or more stations. 
| to dial. 


good pay. Henkels & McCoy, 1211 Ken- | 
more Avenue, Elkhart, Indiana, or 6100 | 


N. 20th St., Philadelphia, Pa. 


PLANT ENGINEERS for large In- 
dependent Telephone Company. Some 
experience necessary. 
age, educational and employment his- 
tory. Address reply to Personnel Su- 
nervisor, Rochester Telephone Corpo- 
ration, 10 Franklin Street, Rochester 
el. Se a 

TELEPHONE ENGINEER expe- 
rienced in design, installation and main- 
tenance of exchanges, outside distri- 
bution systems, and_ inter-exchange 








renewable. Transportation single or 
family. Government of Guam, Mari- 
anas Islands. Write Public Utility 
Agency, Box 719, Agana, Guam. State 
qualifications, references and desired 


| salary. 
Cable Splicers, Linemen, Central Office | e 


Yates Construction Com- | 





WANTED TO BUY 


DESIRE TELEPHONE COMPANY 
Will convert 
Send details to Box No. 4003, 
c/o TELEPHONY. 


-TELEPHONES—all types—any con- 
dition; candlesticks, wall sets, ete. 


| Write advising quantities available. 


| reached. 


trunking equipment for industrial tele- | 


phone system. Top pay, outstanding 


benefit plans. Send reply, stating age, | 
education, and employment history to | 


L. P. Henderson, Technical Personnel, 
General Electric Company, Richland, 
Wash. 


Our truck will pick up. Reply to Box 


| No. 3952, c/o TELEPHONY. 
In reply state | - 


INDEPENDENT TELEPHONE 
COMPANY will purchase other tele- 
phone companies having 2,000 stations 
or more. Any location. A mutually ad- 
vantageous purchase agreement can be 
Reply sending details to Box 
No. 4009 c/o TELEPHONY. 





Am interested in buying oper- 
ating company with more than 
1000 telephones and good 
growth possibilities. Write 
Box No. 4014, c/o TELEPHONY. 

















Dept. T, 1250 Kinnear Rd. 





AUTOMATIC ELECTRIC 
TYPE No. 40 MONOPHONES 


* Large Quantity Available 
* Complete With or Without Dials 


* Mostly Synchromonic Ringers — Some 
With Straight Line Ringers 


* Will Sell "As Removed From Service" 
or Completely Reconditioned 


* Advise Quantity Required And We Will 
Quote Best Quantity Prices 


Whatever Your Needs ..... It Pays to Call on BUTELCO 


BUCKEYE TELEPHONE & SUPPLY CO. 


Phone HU. 8-0655 


Columbus 21, Ohio 


FOR SALE 


NORTH ELECTRIC SWITCH. 
BOARD CX 100 good condition, 100 


lines, 10 lengths, 2 pay stations, 6 
composite trunks including inter-toll 
dialing, main frame, reasonable price. 


Contact O. B. Lineberger, Jeffersonville 
Telephone Co., Jeffersonville, Ga. 


NORTH ELECTRIC CX-100 
SWITCHBOARD available immedi- 
ately. Fully equipped 100 lines, 13 links, 
excellent condition, 12 local 3 toll 
trunks, batteries, charger, main frame 
complete. Purchased new 1950. Will 
sacrifice. For further particulars write 
Fredericksburg & Wilderness Telephone 
Co., Chancellor, Va., or call A. R. 
Pemberton, Jr., Chancellor, Va., HU 
9-2400 or ST 6-2681. 


KELLOGG SWITCHBOARD AVAILABLE 
NOV. 3, 1957. See this one first. In serv- 


ice now at Jefferson, lowa. Excellent 
condition. 
COMPLETE: 
Decimonic-Automatic Ringing — 3 Appear- 
ances 


4 Universal Positions 17 Cord ckts each 
2 Secret Service Positions 19 Cord ckts each 
C.B. Local Lines (Capacity 1600) 
40 Pay Station Lines 
40 C.B. Rural 24 Volt (Reversing Jacks) Lines 
20 C.B. Rural 48 Volt (Reversing Jacks) Lines 
30 R.D. Toll Lamp ended. 

12 ckts Transfer Service 

3 Loop Dial Trks 

3 Position Dials & Cords 

10 Inter Position Trunks 

1 32 Line Fire Grouping ckt 

Msc. Equipment 
4 Cells #+24DF 7 Batteries (good as new) 
2 Lorain #+V300 D Chargers 
1 North #1104 Chargers 
2400 C. Pr. MDF 
Pr. Protection (500 Cook +100) 
1 Standby Pole Changer (Decimonic) 
1 Test Desk 
1 Power Bd. 


available now 1000 Decimonic, handset, 
Koilcord phones. All good as new, blank for 
=, 900, 925, 9817, 64B, etc. All individually 
oxed. 


Also 


For information, contact 
Cc. H. DAUBENDIEK, Tel. #662 
Box #267, Jefferson, lowa 
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Complete outside 
telephone plant 
builders. From 





frame to the phone 


MULLEN 
CONSTRUCTION COMPANY 





2002 E. Wisconsin Ave. REgent 4-9881 
Appleton, Wisconsin 
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FOR SALE 





—————— 





500 ea. #9221 (T-13) Point 


Type Brackets ...... $256.40C 
2000 ea. #9646 1,”x6” Galv. 
Carriage Bolts ...... 10.26C 
700 ea. #9676 54”x6” Galv. 
Carriage Bolts ...... 17.12C 
1500 ea. #7811 2x2 Sq. 
Washers 9/16 hole ... 3.02C 
750 ea. #96441, 1,”x4l,” 
Galv. Carriage Bolt... 8.82C 


1000 ea. #45111,” Locknuts —=1.54C 
275 ea.# 56 Insulators ... 208.77M 
1700 ft. 2.2M Grade C Galv. 

Guy Strand ......... 26.60M 
850 Ib. .080 CW 30% Wire 34.07C 
1200 ea. #1-080D Sleeves... 6.37C 
300 ea. #T2-109D Sleeves. 9.61C 
100 ea. #T1-102D Sleeves. 8.50C 
400 ea. #93-102D Sleeves. 12.05C 
900 ea. #91-080D Sleeves. 11.14C 

1 ea. Jackson Tracer 
Meter (New) .....-... 35.00 


Miscellaneous tools and other mate- 
rials. Direct all inquiries to P.O. 


Box 1775, Shreveport, Louisiana or 
Telephone 2-9324. 











BD 102 (W.E.) weatherproof 
BD 202 (W.E.) weatherproof 
BD 606 (W.E.) weatherproof 


1218 VENICE BLVD. 





LEAD CABLE (new surplus) 


11 pr. 19 ga. SPLC (2000 ft.) per ft. 20c 

16 pr. #19 ga. SPLC (50M ft.) per ft. 25c 

51 pr. #19 ga. SPLC (10 M ft.) per ft. 50c 

152 pr. 426 ga. SPLC (2000 ft.) per ft. 45c 

202 pr. #26 ga. SPLC (8500 ft.) per ft. 60c 
SUBMARINE CABLE 
Lead, wire wrapped 

Il pr. 19 ga. 51 pr. +19 ga. 


Call or wire your requirements at once (limited quantity) 


TERMINALS 


(also LA & LC interior protected types in stock) 
Cook & Reliable underground and splicing boxes 


Telectric Co. 


Richmond 8-2249 


100.00 
150.00 
300.00 


LOS ANGELES 6, CALIF. 











“NEW” TELEPHONE CABLE 


Made the same and by the same 
people who made the _ trans- 
Atlantic cable (Simplex Wire & 
Cable Company). 


The United States Government offers, 
subject to prior sale, the following 
cable: 3,850 feet per reel, brand new 
copper, stranded; manufactured by 
one of the world's best cable makers, 
SIMPLEX. 


Each conductor is No. 14 A.W.G. 
stranded copper, heavy Buna pure 
rubber filled. Eight CONDUCTOR, with 
3/16, 49 strand steel messenger in 
cenier; 3,850 feet per reel, all strands 
color coded. 


Self-supporting, flexible, may be used 
underground, or can be used as power 
cable as 4 conductor No. 11, or 2 con- 
ductor No. 8, or single No. 5, by com- 
bining conductors. 


Encased in wood spools, covered, all 
Simplex; acquisition cost to govern- 
ment about $3.80 per ft. Your cost 
43c F.O.B. Waupaca, Wis. 


If interested we shall be pleased to 
mail sample. 


UNITED STATES 
GOVERNMENT SURPLUS 
A. A. Rice 
Box 169 
Waupaca, Wisconsin 











What You Want 
When You Want It 


immediate Shipment from 
Nearest Warehouse Points 


CTELEPHONE £ POWER sunpty mec 
| TOPEKA. KANSAS PHONE 4-8788 | 


TOPEKA, KANSAS PHONE 4-8788 





TELEPHONE PRINTING 


By People Who Know 
the Telephone Business 
SEE THE SUTTLE CATALOG 





SUTTLE EQUIPMENT CO. 


ILLINOIS 


LAWRENCEVILLE 











TUDOR AND YAGER, INC. 


Telephone Construction 


TIPTON, INDIANA 
PHONE 125 











YATES CONSTRUCTION CO. 
"Specializing in 
Telephone Construction" 

Cable Splicers, Telephone Installers, Equip- 
ment Installers, Construction crews. 
1507 SOUTH SIXTH ST. PADUCAH, KY. 
TELEPHONE 2-4623 











ROBERT E. FOLEY 
CONSTRUCTION CORP. 


DESIGN—SURVEYS—APPRAISALS—Construc- 
tion and Maintenance of Overhead and Under- 
ground Telephone Plant. Complete supply of 
poles available for emergency requirements. 
48 GRISWOLD STREET 
BINGHAMTON, N. Y. TEL. 2-7215 











FOR ALL OF YOUR CENTRAL OFFICE AND 
PBX INSTALLATIONS, MODIFICATIONS, AND 
ENLARGEMENTS, IT'S THE 

i. 


T. E. 


TELEPHONE ELECTRONICS INSTALLATION CORP. 


Hayes Bidg., 12 E. Tenth St., Erie, Pa. 
CAN WE BE OF SERVICE TO YOU? 











KILLOREN COMPANY 
Construction crews—lInstallers 
Cable Splicers 
30 years experience 


136 N. State St. Appleton, Wisconsin 
REgent 3-5549 











CABLE SPLICERS « LINEMEN 
STATION INSTALLERS 


STEADY WORK, GOOD PAY 
MIDWEST LOCATION. 


The Weikel Line Company, Inc. 
FORT WAYNE, IND. 








SEPTEMBER 14, 1957 
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NOW! A HEAVY-DUTY 


INDUSTRIAL 
DIGGER 


that is TRACTOR MOUNTED 


Designed for RUGGED DIGGING 
® Telephone Poles @ Footings 
@ Heavy Posts 





Prewitt's NEW INDUSTRIAL DIGGER al- 
lows one man to do the job it would 
ordinarily take a crew of men to do. 
P.T.O. driven, it utilizes full weight of 
rear of tractor to force auger into 





ground. Saves time and money! 
See Your 
Dealer or 
WRITE FOR 
aia 
LITERATURE 
SINCE 1929 
Pleasant Hill, Missouri 
Phone 40 











New TRUCO 
TURRET DERRICK 
\ « HOISTS 


\° WORKS 
\ OVERHEAD 


4 
\ 


A heavy duty 
(75° up) derric 








° Rotation 
hat can be installed 


rugged. Hydraulic 


15,000 Ibs. cap. TRUCK 








TRUCK Squipment co. 


3963 Walnut Street 
Denver 5, Colorado 
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Visible Card Method for 
retetepetietet 2 Assignment of Operators’ Tours of Duty and Days Off 
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Record shows the assignments for which an operator is 
trained, personal preferences, seniority and local working 
agreements. Holiday and night tours are fairly assigned 
and, when possible, in accordance with individual wishes. 

Standardization of the System facilitates transfer of 
operators from one district to another with up to date 
assignment history, fitting into the system of the opera- 
tor’s new district. 






is 


sR 


ac 






















ee 


Re ViSiBLe 


Card Books, Easel-Type Card Books, and Cabinets 
are standard for the record—selection depending 
upon size of force, office procedure, etc. 


Available with standard Kraft Acme Permanently 
Hinged Vision Pocket (illustrated); the previous six 
months assignments of an operator are placed in the 
back of the pocket facing the current assignment card. 

Acme All Acetate Permanently Hinged Pockets 
also available; they offer the added feature of 
permitting a full year’s weekly assignments to 

be placed on one card, the previous six month’s 
history being visible through the acetate when 
the pocket is turned. Standard Force Adjustment 
forms and Acme Visible Lock-In Train Signals 
have been specifically developed for this system. 





EASEL-TYPE 
CARD BOOKS 





CABINETS CARD BOOKS 





PRS visisce | RECORDS, INC. CROZET. VIRGINIA 


District Offices and Representatives in all principal cities 

















[non a eee - wee wee ee eee 

ACME VISIBLE RECORDS, INC., Telephone System Division, Crozet, Virginia 9-14-57 

r Please send us illustrated booklet . ' 

; {| #994 on Acme Multi-Card Bulletin Holders | #982 on Acme Flexoline for Telephone Companies ; 

1 [|] Have representative call. Date...... . Time r 

: |_| We are interested in Acme Visible equipment for records. : 

H KIND OF RECORD H 

Here are two informative booklets, ' Company. . ; fe ; tion ; 
illustrating and describing various 1! DEPARTMENT OF TECHNOLOG'T" 1 
units, for telephone companies. ; AddresBUFFALO AND. ERIE COUNTY PUBLIC LIBRARY ; 
Send for your copies today. | City... cr y Zone....... .State ; 
a = - -= eeeeeeeeeeeooooooooooooond 

SEPTEMBER 14, 1957 ” 



































why buy a cow 
when milk is cheap ? 


To put it another way — why bother publishing your own directory? 


Right now we handle the complete job for 
independent telephone companies in 4400 communities... 
and up their revenues in the process. 


If you’re caught in the squeeze between rising costs 

and profit margins, you’ll save time, worry, 

money with our Complete Directory Service Plan. 

Like more information? Simply call or write our nearest office. 


GENERAL TELEPHONE DIRECTORY COMPANY 


1800 Busse Highway *« DES PLAINES, ILLINOIS ¢ VAnderbilt 4-2164 


Divisional Sales Offices 
COLUMBIA, Mo. - 811 Cherry Street + Gibson 2-6907 


LONG BEACH 15, Calif.- 1775 Ximeno Ave.* HEmlock 3-7441 
DURHAM, N.C. + 108 E. Parrish Street 


Tel: 5133 MADISON, Wisconsin + Tenney Building « ALpine 7-1667 
ERIE, Penna. + G. Daniel Baldwin Building + Tel: 2-4187 SAN ANGELO, Texas + 110 South Taylor St. + Tel: 6738 
FORT WAYNE 2, Ind. + 229 E. Berry Street - Eastbrook 3477 SPOKANE, Wash. * 108 N. Washington St. * MAdison 4-4336 


LEXINGTON, Kentucky + 157 Walnut Street - Tel: 4-7626 SPRINGFIELD, Ili. + Myers Bros. Building + Tel: 8-3425 





